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7 EDUCATED DOLLARS 








1ental sales 

mre = In 1929 the dollar carelessly dissipated in many ways. The day of reckoning came. Sometimes it 

== seemed that he had almost disappeared, but, following the storm, the dollar has reappeared. He is a 

ce effective changed person—wise and chastened. He spends but does not waste. When he is exchanged for some 

+ —_ commodity or service, we can be certain that the consideration is worth while. 

is interest, 

pee People are buying, but their awakened appreciation of the value of the dollar prompts them to make 
insurance certain of the value of a transaction to them before the deal is closed and the dollar expended. Up-to- 

ad, the-minute service—thoroughly modern improvements, these are the things the public not only recognizes 

he on but demands in exchange for the dollar today. 

oom d Never in the history of life insurance were prospective purchasers more receptive, and never were 

mee they more zealous in the discriminating selection of that best suited for their needs. National Life 

> es of the U. S. of A. representatives are equipped to render up-to-the-minute service and provided with a 

“— complete portfolio of modern policy contracts from which to choose. They have: 

a 

r other dis- 


New Anniversary Retirement Income Contract. 
Up-to-the-minute Juvenile Insurance. 
pa Term Expectancy. 


Modified Life. 


ing the in- 


is to Family Income Policy. 

Journal Accident and Health in Combination with Life. 

one Liberal Underwriting with Non-medical and Sub-standard. 

gents sub New Guaranteed Low Cost Full Level premium Policy contracts. 

re aC Excess interest payments on income settlements and funds left on deposit. 

» Michie Participation on Full Level Premium Limited Payment Policies after completion of 
| premium paying period. 

subi Prompt, efficient service to representatives, policyholders and beneficiaries. 
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[his is one in a series of advertisements 
devoted to an exposition of those intan- 
gibles which make Chicago “a city with a 
personality Bs 
R 

The Illinois Life through these advertise- 
ments pays homage to Chicago. Being the 
oldest legal reserve life insurance company 
now active, to be chartered by the State 
of Illinois, and having maintained * head- 
quarters” in Chicago for thirty-nine years, 
the Illinois Life feels justified in this effort 
to offset some of the unfair publicity 
which Chicago has received by presenting 


a glimpse at the other side of the picture. 





Raymond W. Stevens, President 
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Chicagoans, too, as they lock upon and study their city 
experience an emotional response. « The immensity of 
industrial Chicago is nothing short of a marvel. Wood, 
stone, steel, buildings, equipment. A mass of material. And 
beneath all this the driving energy of man. Manpower! 
Planning, directing, guiding, executing. A stupendous 
spectacle. Chicago is a nerve center of world industry. 
A. quotation of dry statistics, employment, payrolls, 
production, would be no more effective, and less sym- 
bolic, in describing industrial Chicago than the rugged 


power expressed in the photograph which tops this page 
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Best in Vigorous 
Company Critique 





Brings 40 Years’ Experience to 
Bear on Many Problems in 
Insurance 





GENERAL SITUATION GOOD 


Authority Takes Issue with “Pyramid- 
ing,” Some Investment Practices, 
“Shoestring” Operations 





Vigorous observations on purchase, 
consolidation, financing and refinancing 
methods affecting insurance companies 
were made by A. M. Best of New York 
at the White Sulphur Springs, W. Va., 
meeting of the International Association 
of Insurance Counsel. Mr. Best said 
his experience of 40 vears leads him to 
the inevitable conclusion that an omelet 
cannot be made with even one bad egg, 
and that a consolidation involving even 
one bad company is doomed to many 
difficulties. 

He finds general business conditions, 
while far from normal, sufficiently im- 
proved to make it imperative that bad 
situations in individual companies be no 
longer tolerated and vigorous steps 
taken to correct them. If after reason- 
able time has been allowed for bad situa- 
tions, company managements show 
themselves either unwilling or unable to 
correct them, Mr. Best believes com- 
missioners should exert pressure to that 
end in order fully to protect policy- 
holders. 


Touches on Promotions 


There was no necessity for all of the 
450 new companies, fire, casualty and 
miscellaneous, as well as life, organized 
in this country during the boom period, 
he said. Most of these new companies, 
he finds, suffered heavy promotion ex- 
penses; it was entirely impossible to 
secure the right kind of management 
for so many carriers and a heavy com- 
pany mortality resulted. 

Mr. Best inveighed against “shoe- 
string” operations. He finds people 
constantly bobbing up with optimism, 
and little more, to swing large company 
purchases. This brings temptation, he 
Says, to manipulate assets in order to 
raise money necessary to meet instal- 
ment payments under stock purchase 
agreements. Where carriers pass into 
control of weak interests, assets may be 
manipulated to provide funds for other 
activities of the buyers. He cited in- 
Stances of substitution of unsalable 
securities of debatable value for first 
class liquid securities, and hypotheca- 
tion of other sound securities, with a 
decrease in income from operations to 
the point where disintegration began. 

“Consolidations are entirely sound in 
principle but often bad in practice,” Mr. 
Best said. “When well conducted they 
result in substantial operating econo- 
mies and greater safety for policyhold- 
ers and stockholders. 





Some people! 


Life Presidents Report on 
New Business for August 





New life insurance production in Au- 
gust was 20.3 percent less than in 
August a year ago while the aggregate 
volume for the first eight months of this 
year was 15.9 percent less than the 
amount for the same period in 1931, the 
Life Presidents Association reports. For 
August, the total new business of all 
classes written by the 44 companies was 
$669,375,000 against $839,451,000 during 
August of 1931, a decrease of 20.3 per- 
cent. 

New ordinary insurance amounted to 
$444,056,000 against $546,599,000, a de- 
crease of 18.8 percent. Industrial in- 
surance amounted to $196,340,000 against 


$246,908,000, a decrease of 20.5 percent. ! 





Group insurance was $28,979,000 against 
$45,944,000, showing a decrease of 36.9 
percent. 

Tetal for Eight Months 


For the first eight months, the total 
new business in these companies was 
$6,380,512,000 this year against $7,583,- 
123,000 last year, a decrease of 15.9 per- 
cent. New ordinary insurance amounted 
to $4,192,017,000 against $5,102,664,000, 
a decrease of 17.8 percent, industrial in- 
surance amounted to $1,765,312,000 
against $1,891,899,000, a decrease of 6.7 
percent. Group insurance amounted to 
$423,183,000 against $588,560,000, a de- 
crease of 28.1 percent. 








seem to have the idea that there is some 
magic in consolidation by which some- 
thing can be created out of nothing. 
Adding zero to zero has always pro- 
duced zero. In that particular portion 
of the insurance field more capital is 
needed, despite the recent rise in the 
security market which has greatly 
strengthened many companies which 
were in serious difficulties. 

“Frequently reserves for pending 
claims and other liabilities are under- 
estimated and the value of assets padded 
in an effort to make the consolidation 
seem as rosy as possible. Another im- 
portant point, which in some cases 
should be the controlling one in con- 
sidering the desirability of consolidation, 
is the loss of agency plant value which 
always occurs if the consolidated com- 
pany is operating in the same general 
territory.” 

Problems Found in Mergers 


Mr. Best said current problems in 
consolidations include the difficulty of 
arriving at agreement as to value of as- 
sets, particularly mortgage loans and 
real estate; of estimating accurately 
ultimate cost of contingent liability. 
There are usually legal technicalities to 
be overcome, especially when domiciles 
are in different states. Yet compared 
with reinsurance or liquidation, con- 
solidations may mean great savings to 
stockholders. 

Mr. Best believes many companies 
should be refinanced in the next few 
years. He said more companies have 
been ruined by bad investments than by 
high loss or expense ratios, or both. 
He believes there should be a general 
tightening of laws and regulations re- 
lating to investment of carriers’ funds. 
He said in the anxiety to preserve com- 
panies of their own states, some insur- 
ance departments have permitted invest- 
ment practices which have seriously 
weakened companies indulging in them. 
One of these evils is pyramiding of 
assets. 

Another is a badly balanced portfolio 
of investments. Companies have been 
loaded with securities of other enter- 
prises controlled by interests owning the 
carriers. 

Life insurance as a whole is in very 
sound condition and has come through 
the stress of the depression period most 
creditably, he said.. Its two main prob- 
lems have been and are the unusual de- 





mand for policy loans and surrender 
values and the status of mortgage loans, 
particularly on farm property. While 
disbursements for loans and surrenders 
have been relatively small in proportion 
to the great resources of the companies, 
and in the case of better managed com- 
panies have been easily financed through 
ordinary excess of income over disburse- 
ments, other companies not so favor- 
ably situated with respect to normal in- 
come and outgo have found the situa- 
tion difficult to handle, usually because 
their investments were not readily sal- 
able, necessitating borrowing on a 
rather extensive scale. He said for the 
most part this borrowing has been from 
the Reconstruction Finance Corpora- 
tion, which in this respect has performed 
a very valuable service to life com- 
panies and policyholders. 


Mortgage Situation Not Bad 


Regarding the mortgage loan situa- 
tion, including the problem of fore- 
closed real estate yielding little or no 
return, Mr. Best holds the situation is 
not so dangerous as many have feared 
and will in time work itself out. He 
said it is of course true that individual 
life companies through improvident in- 
vestment have created for themselves 
situations both difficult and dangerous. 

Mr. Best said in regard to pyramiding 
of assets, while this may be strictly 
within the letter of the law, it is bad 
financing because assets of an insurance 
company should be readily salable in 
ve or in part without undue sacri- 

ce. 

“IT am especially opposed to the 
ownership by a life insurance company 
of stock of another life insurance com- 
pany,” he said, “for three principal 
reasons: (1) Non-liquidity—there is no 
ready market, and where stock control 
of another company is held, its sale 
would disrupt the operating plans of 
the parent concern; (2) because there 
is room for large and entirely honest 
difference of opinion as to the value of 
such holdings, and this condition should 
not exist in respect to any asset of life 
insurance companies; and (3), because 
as a rule the current yield of life insur- 
ance stocks is too low to justify the 
investment.” 

He finds the principal difficulty is 
valuation of assets. “If a company is 
to be refinanced, and among its assets 

(CONTINUED ON PAGE 18) 





Ecker Comments 
On Utility Bonds 


Speaks at 50th Anniversary Cele- 
bration of Edison Service in 
New York 


SOME SIGNIFICANT FACTS 


Metropolitan President Says Depression 
Emphasizes Ability to Pay Is 
Paramount Factor 


Life insurance, by an increased scale 
of investment in public utility securities, 
has been helping to make possible in 
home, farm and industry the conveni- 
ence of electric power and has made 
employment for many people in the in- 
dustry, F. H. Ecker, president of - the 
Metropolitan, said in a talk in New 
York at a dinner celebrating the 50th 


year of Edison service and the 50th 
anniversary of opening of the first 
permanent commercial incandescent 


electric light and power system. 

Mr. Ecker said at the close of last 
year 10 percent of aggregate assets of 
life companies, or $1,856,000,000, were 
invested in public utility securities, as 
compared with 4.7 percent in 1906, and 
3 percent in 1921. He stated the need 
for safety of investment prevents life 
companies from investing in experi- 
mental or pioneer efforts. He said the 
lesson of the last three years regarding 
fiduciary investments will be to place, 
if possible, greater emphasis upon the 
ability to pay when due. “Speaking 
generally,” Mr. Ecker said, “premium 
and interest income plus maturities have 
proven equal to the greatest cash de- 
mands made upon life insurance com- 
panies in the history of the business. 


Finds Conservatism Justified 


“The ability of life insurance com- 
panies to meet the unprecedented de- 
mands of the recent years of distressed 
business conditions is proof of the wis- 
dom of conservative investment prac- 
tice. Never before have the demands 
upon life insurance companies for cash 
disbursements been as great as since 
October, 1929. No such demands as 
those of the last three years for the 
payment of cash surrender values, for 
the granting of loans against life insur- 
ance policies were ever anticipated. The 
wise policy of choosing investments of 
sound character, amply secured with 
fixed maturities, has made it possible 
for the life insurance companies to meet 
these demands in a way that has won 
for the business an even higher respect 
and even greater public confidence. 

“Public utility securities are entitled 
to preferred consideration because most 
of the utilities render an indispensable 
service for which there is a constantly 
recurring demand, the cost of which 
service represents but a small percent- 
age of the general expenses of the cus- 
tomer. It is admitted that state regu- 

{CONTINUED ON PAGE 18) 
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Northwestern Mutual Life 
' Making Important Changes 


DIVIDEND SCALE IS REDUCED 


Surrender Charges Increased, Suicide 
and Contestable Clauses Two Years 
in New Policies 


The Northwestern Mutual has an- 
nounced that all new policies issued 
bearing the date Oct. 1, 1932, and there- 
after will be written on revised contract 
form known as the BB series. Where 
the first premium is paid in advance as 
provided in Sec. 58, rules and instruc- 
tions, the policy will be given the date 
of completion of the medical examina- 
tion or of part 1, whichever is later. 

Where the premium is not paid in ad- 
vance but both part 1 and the medical 
examination were completed prior to 
Oct. 1, the policy will be dated prior to 
Oct. 1 and written on the AA forms. 
Where part 1 and the medical examina- 
tion or either of them was completed on 
or after Oct. 1 the policy will be dated 
on or after Oct. 1. No exceptions will 
be made. 


Five Changes Are Made 


The new BB forms contain the follow- 
ing changes in practice: 

1. An increase in the amount and 
duration of the surrender charge which 
affects the non-forfeiture, surrender and 
loan values. 

2. The so-called suicide clause is 
changed to two years. 

8. The _ incontestability 
changed to two years. 

4. The dividend payable as allotted at 
the end of the first year is contingent 
upon and proportionate to the payment 
of premium or premiums for the second 
policy year. 


New Rate Book Prepared 


clause is 


5. In the disability waiver of pre- 
mium agreement the so-called waiting 
period is six months. 

The change in the basis of surrender 
charge has required the preparation of 
a new rate book which has been de- 
signed in convenient form for insertion 
in a substantial binder with the new 
dividend manual. 

The new dividend manual, revised to 
correspond with the adjusted non-forfeit- 
ure surrender and loan values, is based 
on the dividend scale adopted by the 
executive committee of the board of 
trustees for payment on policy anni- 
versaries in 1933, 


Dividend Comparisons 


The following is a comparison of the 
estimated average dividend per $1,000 
under the 1933 scale and the average 
dividend paid under the several recent 
scales during the first year the scale was 
in effect: 1921, $8.12; 1924, $9.48; 1926, 
$10.12; 1929, $10.74; 1933 estimated 
$10.23. The rate of interest applicable 
to option settlements is continued at 4.8 
percent for 1933. Dividends at quin- 
quennial ages are: 
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General Chairman 











_ a erro 
Cc. 8S. MACDONALD, Teronte 


President C. S. Macdonald of the 
Confederation Life of Toronto is ap- 
pointed chairman of the Toronto com- 
mittee on arrangements for the meeting 
of the American Life Convention to be 
held in that city the week of Oct. 3. 
Mr. Macdonald appeared on the pro- 
gram of the American Life Convention 
in the past and made a deep impression. 
He is a native of Toronto, having been 
born there in 1873. He received his 
B. A. and M. A. degrees from the Uni- 
versity of Toronto. He statted with 


the Confederation Life in 1898, became 
assistant actuary in 1907, assistant su- 
perintendent of agencies in 1914, as- 
sistant to president in 1919, general 
manager in 1920, vice-president in 1926, 
ge sem and general manager in 1930. 


e thus has had a wide experience in 
company administration work. He is a 
former president of the Canadian Life 
Officers Association. 
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Hedges Moves Headquarters 


B. A. Hedges, Kansas manager for 
the Business Men’s Assurance, will move 
his headquarters from Topeka to 
Wichita Oct: 1. 








Advertising Conference Has 
Announced Its Schedule 


PROGRAM FOR AUTUMN RALLY 


Number of Publicity Men Are Listed 
to Speak at New York 
Meeting 


The life group program for iue In- 
surance Advertising Conference, which 
will hold its fall meeting at the Penn- 
sylvania hotel in New York City Oct. 
3-5, has been prepared by D. B. Slat- 
tery of the Penn Mutual, who is chair- 
man of. the life committee. The follow- 
ing is the program: 

Tuesday, Oct. 4 

Exhibit Awards, Kenilworth H. Mathus, 
Connecticut Mutual. ; 

Welcome! J. E. D. Benedict, Metropoli- 
tan. 

Profitable “Dates” from Calendars, E. 
A. Brock, Great Western Life of Win- 
nipeg. 

The Play’s the Thing, Bart Leiper, Pi- 
lot Life, Greensboro, N. C. 

Conserving the Business We Write, 
Seneca Gamble, Volunteer State Life, 
Chattanooga, Tenn. 

How I Would Plan Life Insurance Di- 
rect Mail, John Howie Wright, Editor, 
“Postage & the Mail Bag,” New York. 

Efficient Departmental Organjzation, 
Clifford Elvins, Imperial Life, of To- 
ronto. 

Financial Independence Week, W. B. 
McNeary, Equitable Life, of New York. 

Folders, Sumner Davis, Provident Mu- 
tual. 

Report of Committee on Strength of 
Life Insurance, R. C. White, Franklin 
Life. 

Sales Photographs, F. T. Fisher, Lin- 
coln National Life. 


Wednesday, Oct. 5 

Policyholders Magazine, John Murphy, 
Pan-American Life. 

“Copy,” Paul Speicher, Insurance R. & 
R. Service. 

Recruiting New Agents, R. C. Braun, 
Reliance Life. 

Short Cuts to Economy in the Adver- 
tising Budget, K. H. Mathus, Connecticut 
Mutual. 

Organizing the Seller to Sell, 
Evans, Register Life. 

The Advertising Manager and the 
Agency Department, K. R. Miller, Life 
Insurance Sales Research Bureau. 

Field Magazines vs. Depressions, Rob- 
ert Pierce, Aetna Life. 

Clipping Coupons, C. T. Steven, Phoe- 
nix Mutual. 

The Home Office and Field Examines 
Advertising, George L. Hunt, vice- 
president, New England Mutual. 

Trade Paper Advertising, Lorry A. Ja- 
cobs, Southland Life of Dallas. 


Insanity of Policyholder 
Does Not Annul Provision 


The Northwestern Mutual has a 
waiver of premium clause for total and 
permanent disability. The Georgia su- 
preme court in Dean vs. Northwestern 
Mutual decides an issue as to whether 
insanity excuses non-performance. The 
court holds that proof satisfactory to the 
company that the assured was totally 
and permanently disabled was a condi- 
tion precedent to such waiver and the 
fact that because of his insanity the in- 
sured could not make proof, and no one 
else could make such proof for him for 
the reason that no one knew that he 
had such policy, did not have the effect 
of keeping it in force until his death 
more than a year from the time of total 
disability. Judgment against the assured 
is affirmed. 


McCorriston in Trenton Post 
The North American Life of Chicago 
has opened a new branch office in Tren- 
ton, N. J., under the supervision of Fred 
McCorriston as district manager. The 
new office will be under the direct su- 
pervision of A. B. Schuman, Newark 
manager. 
Paul McNamara, first vice-president 
of the North American, spent the 
greater part of the week in Newark. 


L. J. 





Kentucky Home Life Being 
Licensed in Some State 


COMPLICATION IN TENNESSEE 


Commissioner Reece Sends Letter tp 
Inter-Southern Life Policyholders 
on Premium Payments 


LOUISVILLE, Sept. 15.—The new 
Kentucky Home Life, successor to the 
Inter-Southern Life, has received its 
license in Ohio, and Commissioner Kidg 
of Indiana is expected to act favorably 
on application for license in Indiana this 
week. Papers asking for license have 
been filed in Nebraska. 

A peculiar situation has arisen ip 
Tennessee, which will probably be ad. 
justed shortly, wherein Commissione 
Reece of Tennessee, also ancillary re. 
ceiver for Inter-Southern in that state, 
in a letter to policyholders telling them 
to continue paying their premiums 
direct to the Tennessee receiver through 
the branch offices at Nashville and 
Union City, said that such premiums 
were being held impounded in local 
banks, along with other assets of Inter- 
Southern in that state, subject to orders 
of the Tennessee ‘court, pending ar- 
rangements for a reinsurance contract 
with a good and solvent company to 
preserve policyholders’ rights under 
original insurance contract. 


Hits at Kentucky Home Life 


The policyholders were advised that 
a newly organized and unauthorized 
company had undertaken apparently in 
contempt of court and in violation of 
the Tennessee laws to have the policy- 
holders pay their premiums to a com- 
pany out of the jurisdiction of the court 
and insurance department and where 
the rights of policyholders could not be 
protected. The notice went on to state 
that any attempt to have premiums paid 
to other than the receiver in Tennéssee 
was without authority of the court or 
department of insurance in Tennessee, 
and not in the best interest of the 
policyholder or beneficiary, also not 
legal. The letter continued with state- 
ments regarding plans for reinsuring 
the business, on which policyholders 
would be notified later. 


Filed Tennessee Application 


This letter apparently went out 
shortly after policyholders had received 
premium notices from the Kentucky 
Home Life, and information regarding 
its proposed plan of operation. 

The Kentucky Home Life had filed 
application for license in Tennessee. 
Ben Washer, attorney for the company, 
and Clifford Smith, attorney for A 
Chandler, one of the Inter-Southern re- 
ceivers, had previously visited Mr. 
Reece regarding clearing up the Ten- 
nessee receivership, license, etc., and at 
that time were advised that Mr. Reece 
would approve of the application and 
issue the license. 

Therefore his letter to policyholders 
was something of a shock, but it was 
believed that the matter would be 
straightened out satisfactorily to the 
company as well as policyholders and 
the Tennessee department. 


Nebraska Merger Disapproved 


LINCOLN, NEB., Sept. 15.—The 
Nebraska department refuses to approve 
the merger contract between the Union 
Pacific Assurance and Equity Life of 
Omaha, on the ground that although 
the contract is fair and the Union Pa- 
cific abundantly able to carry out ts 
provisions, the department is without 
authority to compel minority stockhold- 
ers to make exchange or sell their stock 
for any sum. Owing to the impairment 
of the Equity Life, the department 
allow ten days for the submission of # 
reinsurance contract, and if none 1s SU) 
mitted it will proceed to reinsure the 
company. 
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Splendid Program 
for the Meeting 





American Life Convention An- 
nounces the Schedule of 
Events 





NOTABLE MEN TO SPEAK 





Organization This Year Will Assemble 
for the First Time Outside 
United States 





Merle Thorpe, editor “Nation’s Busi- 
ness,” published by the United States 
Chamber of Commerce, who is inter- 
nationally known for his writings and 
addresses on various subjects, will be 
one of the speakers at the annual meet- 
ing of the American Life Convention, 
which convenes for a five-day session at 
the Royal York Hotel, Toronto, Oct. 3. 

The main convention sessions will be 
Oct. 5-7 but the Legal Section will hold 
its sessions Oct. 3-4, while the Finan- 
cial Section is scheduled to have an 
all-day meeting Oct. 4. 

This will be the first time that the 
convention has met outside of the 
United States. It is expected that many 
of the executives of the companies in 
this country will join in paying tribute 
to the Canadian members in recogni- 
tion of the part that their companies 
have taken in the advancement of the 
industry during the past 27 years. 

Addresses of Welcome 


The annual meeting proper will con- 
vene Oct. 5 with John M. Laird, vice- 
president Connecticut General Life, as 
president of the American Life Conven- 
tion, presiding. The program will get 
under way with an address of welcome 
by G. C. Moore, assistant general man- 
ager, Imperial Life of Toronto, as 
president of the Canadian Life Officers 
Association. He will be followed by 
R. Leighton Foster, superintendent of 
insurance of Ontario, and George D. 
Finlayson, superintendent of insurance, 
Dominion of Canada. 

In his talk President Laird will dis- 
cuss the events of the past year in their 
relations to the American Life Conven- 
tion, its membership and the life insur- 
ance industry as a whole. 

The first morning session will con- 
clude with the annual report of Byron 
K. Elliott, manager and general coun- 
sel of the convention. 


Luncheon to Vice-Presidents 


At noon that day the executive com- 
mittee will give a luncheon for the vice- 
presidents and distinguished guests, in- 
cluding the members of the local com- 
mittee that made arrangements for the 
Toronto gathering. This committee is 
composed of C. S. Macdonald, president 
Coniederation Life, chairman; A. N. 
Mitchell, general manager Canada Life; 
J. F. Weston, managing director Im- 
perial Life; R. Leighton Foster, super- 
intendent of insurance of Ontario; V. R. 
Smith, general manager Confederation 
Life; A. Gordon Ramsay, general man- 
ager Canada Life; J. H. Birkenshaw, 
associate actuary Confederation Life; 
Norman Watt, assistant superintendent 
Canada Life : J. M. Pauline, assistant 
Secretary Imperial Life, and J. G. Par- 
ker, actuary Imperial Life. 

The afternoon session will open with 
an address by H. A. Behrens, president 
Continental Assurance of Chicago, on 
The Reserve Power of Life Insurance.” 
The fraternal delegates from various or- 
Sanizations such as the Association of 
Life Insurance Presidents, the National 

(CONTINUED ON PAGE 9) 





Mutual Benefit Permits 
Substitution of Policies 





Proposal to permit substitution of new 
insurance for heavily loaned policies on 
a stipulated basis is made by the Mu- 
tual Benefit. The company’s announce- 
ment is: 

The popular view of a policy loan 
is that it “increases the cost and de- 
creases the amount of the insurance,” 
and that it is often to the interest of 
the policyholder to surrender a policy 
which is encumbered with a loan, and 
apply for a new policy. There is, how- 
ever, a fundamental advantage in an old 
policy in that if it is heavily encumbered 
its value may be restored by paying 
off the loan or reducing it to relatively 
small proportions. 

Indeed, in so doing, the policyholder 
is making an attractive investment be- 
cause he is relieving himself of an in- 
terest charge of 6 percent per annum on 
the amount so repaid, and is placing 
such funds where they can be secured 
at any time on demand. Moreover, he 
is paying a lower premium rate than he 
would pay upon a policy issued at his 
attained age on the same plan and for 
the same amount. 


May Lead to Conservation 


Since, however, many policyholders 
with relatively large loans outstanding 
consider that under present conditions 
the probability that they will be able 
to repay such loans, or reduce them ma- 
terially within a reasonable time is 
slight, the company is disposed to make 
the following proposal in the hope that 
it may lead to the conservation of in- 
surance by making it easier for policy- 
holders who are hampered by loans to 
continue their insurance. With the same 
net protection there will generally be a 
slightly smaller cash outlay. 

In the case of policies which are 
five years old or more, and which are 
subject to an indebtedness of not less 
than 50 percent of the guaranteed cash 
surrender value, the company is willing 
to reduce the amount of insurance in 
the ratio which the indebtedness bears 
to the full cash surrender value. The 
company will cancel the indebtedness 
and issue in exchange for the insurance 
surrendered a policy for an amount not 
in excess of the amount at risk under 
the insurance surrendered. 


Premium at Attained Age 


The premium for such policy will be 
based upon the attained age of the in- 
sured. In either case the adjusted in- 
surance must not be less than $500. A 
regular part I will be necessary but as 
a rule a medical examination will not 
be required except as hereinafter stated. 

The following example will illustrate 
the operation of the plan: An ordinary 
life policy issued at age 35 for $10,000 
is subject to an indebtedness including 
interest of $34C.80, which is equal to 
50 percent of the full cash surrender 
value at the end of the fifth year. The 
original policy Will therefore be reduced 
to $5,000. The amount at risk under 
the $5,000 of insurance surrendered is 
$4,659, and this will be the amount of 
the new policy to be issued at the at- 
tained age of the insured. 

He will then have free of indebted- 
ness $5,000 of insurance, the premium 
for which will be at the original age, 
and $4,659 of insurance, the premium 
for which will be at the attained age. 
The total amount of insurance will be 
$9,659, which is practically equal to the 
amount insured under the original pol- 
icy less the indebtedness. 

Limited to Net at Risk 

If the indebtedness be equal to the 
full cash surrender value, or if the re- 
duced amount under the original policy 
would be less than $500, the entire 
amount of existing insurance would 


have to be surrendered, and the new 
policy would have to be for an amount 





not in excess of the amount at risk 
under the old policy. 

The following comparisons relate to 
the examples set forth above upon the 
assumption that the policy was issued 
in 1927, and is adjusted in 1932 at the 
end of the fifth policy year. 

1. If the indebtedness be equal to 50 








percent of the full cash surrender 
value— 
Annual net cost in current calendar 
year: 
Old Policy 
BE OME « cccccocceentecces $263.50 
PEED bocedccoecedeuceceecesesoes 19.29 
$282.79 
REED -o60cencbebnnsedewnnseees 72.00 
BED 0000000000029006000 000008 210.79 


Old Insurance for $5,000 Continued and 
New Policy for $4,659 Issued at Age 40 


Annual Premium, Old Policy...... $131.75 
SPU - cc ceeesecetancesecsseses 36.00 
Dee Cee, Gee Wee acacceccssces 95.75 
Annual Premium, New Policy $144.15 
Final Dividend, Insurance Surren- 
GIGS cccccccccscceccesccesveses 6.00 
Net Cost, New Policy ........s+:. $108.15 
Wate Met Cass ccccccaccccestccace 203.90 


Annual Net Cost in Next Calendar Year: 
Policy 








Dees FOC oc cccecccnesuenes $263.50 
BGNONS ccnccdeassccsecoesecoecece 19.29 

$282.79 
CORES ccccceseseccevessentvecec 73.90 
We, GOON cccccccceeassactesecsess $208.89 
Old Insurance for $5,000 Continued and 


New Policy for $4,659 Issued at Ace 40 











Annual Premium, O14 Policy ...... $131.75 
rT re eee 36.95 
Net Cost, Of8 Polley... .ccccccccces $ 94.80 
Annual Premium, New Policy......$144.15 
PE éevisecsenceddeteeous ees *32.38 
Net Cost, New Policy............- $111.77 
Tee BS Givccvcsccaseceesasces $206.57 

*Dividend Payable only if 2nd year's pre- 


premium on new policy is paid. 
Indebtedness Equal to Cash Value 


2. If the indebtedness be equal to the 
full cash surrender value— 
Annual Net Cost in Current Calendar Year: 





Policy 
Hees PEMA ccccsédseceessese $263.50 
ee | PPPPPTTTITITIITT rire 38.58 
$302.08 
TEE nndndenéecececvooseseeue 72.00 
ee ee er ee ere $230.08 


Annual Premium 
Final Dividend on Surrendered In- 





GUPOMGO ccccccccccccccccecceses 72.00 
Bist Game sanccccccocaucccccassccses $216.30 
Annual Net Cost in Next Calendar Year: 

Old Policy 
Annual Premium .......6seeee008. $263.50 
BROOTOEE ic ccccccowcccccccesesccese 38.58 
$302.08 
BGR ccccccccncccccecicvcedsecc 73.90 
Diet Geese ncctnvesecceesoncesosess $228.18 

New Policy for $9,318 issued at Age 40 
Annual Premium ........ssseee885 $788.20 
RIVE ccc cccccccecenccoseocees *64.76 
i 2. i cticenemesnneeens ines $223.54 

*Dividend payable only if 2nd year's 


premium on new policy is paid. 


Comment on Dividends 


In the above comparisons it is neces- 
sary to use the dividends according to 
the 1932 scale. If the dividend scale of 
1932 shall not be continued, the actual 
net cost in 1933 will not be as shown 
above for the next calendar year. It is, 
however, to be borne in mind that any 
change in the dividend scale will affect, 
in varying degrees, the cost of carry- 
ing the original insurance as well as the 
adjusted insurance. 

The amount at risk is the face amount 
of the insurance surrendered, less the 
reserve on such insurance as of the date 
to which premiums are paid. If insur- 
ance under the reduced policy or under 
the new policy is not desired for an odd 
amount, any smaller amount than the 
available maximum may be selected. 

If the old policy is on the ordinary 
(or paid-up) life plan, the new policy 
must be on the ordinary life plan. If 
the old policy is on the limited payment 

(CONTINUED ON PAGE 9) 


Reece Enjoined 
By Court Order 


Tennessee Commissioner Is Scored 
by Chancellor James 
P, Newman 


AGENT’S LICENSE IS UP 


State Official Threatened to Revoke the 
Authority of an Agent of 
Pilot Life 


NASHVILLE, TENN., Sept. 15.—T. 
P. Richardson, now agent for the Pilot 
Life and a former agent connected with 
the general agency of the Lincoln Na- 
tional Life, is granted a decision in an 
injunction suit brought against Com- 
missioner J, I. Reece, in which Mr. 
Richardson had sought to restrain the 
commissioner from carrying out a threat 
to revoke his license. 

Four days were consumed in taking 
testimony, and after having the matter 
under advisement for two weeks, Chan- 
cellor Newman filed for record an opin- 
ion in which much of the evidence was 
reviewed and in which the court took 
the commissioner to task for attempt- 
ing or threatening to cancel Mr. Rich- 
ardson’s license without giving him a 
full and impartial hearing on it, to which 
he was entitled under the law. 


Phases of the Contract 


_ A very interesting point in the figur- 
ing of credits was brought out, as dis- 
tinguished between advances made by 
a general agent to an agent for the pur- 
pose of living expenses or to pay “nets” 
to the company. Pertinent facts in the 
opinion were that under a_ general 
agency contract T. P. Richardson as 
local and special agent, had joined the 


forces of the Lincoln National Life 
under L, C. Evans, manager of the 
Nashville general agency. That Mr. 


Evans as general agent advanced money 
from time to time to Mr. Richardson 
for living expenses and payments on an 
automobile to be used in his business. 
Under this contract, the company had 
the right to deduct any monies due Mr. 
Richardson on commissions and apply 
against his indebtedness for money ad- 
vanced. Mr. Richardson executed from 
time to time notes covering advances 
made and “nets” remitted to the com- 
pany. These notes carried assignment 
of all premiums and renewals, to an 
amount sufficient to cover notes. Mr. 
Richardson quit the Lincoln Life in 1931, 
leaving an indebtedness, evidenced by 


notes, amounting to $1,804.04, going 
with the Pilot Life. 
Complained to Commission 
In March 1932, Mr. Evans wrote 


Commissioner Reece presenting his com- 
plaint against Mr. Richardson and asked 
for a specific answer as to the com- 
missioner’s attitude toward such mat- 
ters. As per quoted extracts from these 
letters, shown in the court's opinion, 
Commissioner Reece responded that the 
policy of the department was to revoke 
the license of any agent of any former 
company, who owed that company, and 
refused to adjust or keep adjusted such 
debts. Acting immediately upon his ex- 
pressed ruling, the commissioner wrote 

Mr. Richardson advising him that un- 
less his indebtedness to Mr. Evans as 
general agent of the Lincoln Life was 
made negotiable and kept so he would 
revoke his commission, 

_It appears that Mr. Richardson, with 
his attorney, called upon the commis- 
sioner for the purpose of securing a 
copy of Evans letter. While before the 
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This striking advertisement 
appears in the September 10 
issue of The Saturday Eve- 
ning Post, and in the October 
issue of The American Mag- 
azine. 


HROUGH aggressive national ad- 
vertising in leading magazines and 
over the Columba network, The Union 
Central delivers a powerful message to 
millions of readers and listeners each 


month! 


This dramatic campaign reaches one out of 
every three families that need and are best 


able to buy life insurance! 


An entirely new method of presentation— 
as unique as the advertising itself—en- 
ables Union Central representatives to cash 
in to the fullest extent on this national 


publicity. 


THE UNION CENTRAL 
LIFE INSURANCE COMPANY 


OF CINCINNATI 


Over One and One-Half Billions in Force 





Claim Men Meet 
in White Sulphur 


Presentation of Gavels to Past 
Presidents Attending Interesting 
Ceremony at Convention 


MEMBERSHIP INCREASES 


International Association Gathering Is 
Reported in Sound Financial Shape 
—Valuable Papers Read 


NEW OFFICERS ELECTED 
President—Thomas F. Hickey, Metro- 
politan Life. 

Vice-President—R. K. 
necticut General Life. 

Secretary-Librarian—Louis L. Graham, 
Business Men’s Assurance. 

Treasurer—F. Leroy Templeman, 
Maryland Casualty. 

Executive Committee—L. D. Erion, 
Travelers Health, chairman; H. M. Cook, 
Mutual Life of Canada, and H. 8. Don 
Carlos, Travelers. 

WHITE SULPHUR SPRINGS, W. 
VA., Sept. 15—There were many inter- 
esting features in the annual meeting 
here of the International Claim Asso- 
ciation. One was the presentation of 
gavels to past presidents, inscribed with 
their names and the years they presided. 

Thomas F. Hickey, superintendent of 
claims Metropolitan Life, chairman of 
the executive committee, which initiated 
this honor, presented a gavel to Presi- 
dent H. S. Don Carlos, who then read 
his annual address. 

Past President David N. Case, chief 
adjuster of the Travelers, received a 
gavel from President Don Carlos, asso- 
ciate chief adjuster of that company, and 
in turn presented gavels to the other 
past presidents who were present. These 
with the year they presided were: F. D. 
Harsh, 1914; M. Barratt Walker, 1915; 
C. O. Pauley, 1921; John A. Millener, 
1923; John P. Bennett, 1925; Robert M. 
Sweitzer, 1926; Louis L. Graham, 1928; 
Harry P. Gallaher, 1929; George P. 
Smith, 1931. 
Several 


Godfrey M. Day, assistant manager 
claim department, Connecticut General 
Life, reported as entertainment chair- 
man on the annual dinner-dance Mon- 
day evening, and ladies’ bridge Tuesday 
evening and the golf tournament Tues- 
day afternoon. 

A satisfactory balance was reported 
by Treasurer F. Leroy Templeman, 
manager accident and health depart- 
ment, Maryland Casualty. 

The addition of ten companies to 
membership was reported by the chair- 
man of the membership and credentials 
committee, William A. Dennis, chief 
claim adjuster, Prudential. The new 
members are: Continental American 
Life, Wilmington, Del.; Continental 
Life, St. Louis; Fidelity Mutual Life, 
Philadelphia; George Washington Life, 
Charleston, W. Va.; Gibraltar Life & 
Accident, Denver; Independent Indem- 
nity, Philadelphia; Mutual Life of Balti- 
more; Pilot Life, Greensboro, N. C.; 
Century Indemnity, Hartford, and 
Knights Life, Pittsburgh. 
Underwriting-Claims Relation 


Metcalf, Con- 


Entertainment Features 


It.” by b 
general needs of this kind of Pp 
$2. The 


September 16, 1939 





O’Donohue Resign! 








——_] 


WALTER T. O’DONOHTUE 


NEW YORK, Sept. 15.—The 
hattan Life announces the 
of W. T. O’Donohue, its director oj 
agencies. The announcement - states 
that Mr. O’Donohue has suffered 
“general breakdown” and that because 
his progress toward recovery is ver 
slow and because of the fact that his 
return to active business is likely to be 
long delayed he tendered his resigna- 
tion. 

F. K. Kohler, superintendent of agen- 
cies, has assumed active charge of all 
agency operations. In this work he will 
be assisted by P. E. Orr, whose appoint- 
ment was recently announced. Mr 
O’Donohue was formerly with the Jef- 
ferson Standard Life, where he was 
vice-president and agency manager. He 
joined the Manhattan Life in May, 193! 


Man- 


resignation 


vestigation of difficult claims was em- 
phasized in Dr. Geiringer’s paper. He 
declared that with the aid of the x-ray 
fluoroscope and electrocardiograph and 
with very much more competent physi- 
cians, inspectors and investigators, it is 
usually possible to improve the claim 
experience immensely. All of these 
things mean a greatly added expense to 
the companies, but he insisted that the 
claim saving which would result would 
much more than counterbalance such 
expenditures. He cited various classes 
of diseases and abnormalities in which a 
specially trained and competent phys 
cian is needed for proper diagnosis and 
a $1,200 or $1,500 a year examiner Just 
out of college is of very little help to 
the companies. 
The report of the program committee 
was read by Chairman H. W J. Har- 
grave, manager of the claims division 
New York for the Firemans Fund In 
demnity. 


— 


McCahan Columbus Speaker 


Managers and general agents at lo 
lumbus, O., were addressed Friday )y 
Dr. David McCahan, assistant dean 0 
the American College of Life Under- 
writers. 


“Monthiv Income and How te Write 
Harry McNamer. Covers. 9 


National Underwrite 





“The Underwriter and the Claim Ad- 
juster” was the subject of an interesting 
paper read by Austin D. Reiley, super- 
visor of risks, Mutual Life of New 
York. 

Due to sudden illness, Dr. Arthur 
Geiringer, assistant medical director 
Equitable Life of New York, was un- 
able to be present. His paper on “Sci- 
entific Medical Investigation of Difficult 
Claims” was read by Dr. Ungerleider, 
his associate. 


Fifteen Applications 
in One Family, One Day 


John D. Edwards of Marion, 
Ala., general agent for the Ameti- 
can Life of Birmingham, took 15 
applications Aug. 27 in one family 
with a total of $20,000 insurance. 
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Suicide Problem 
Major One Today 





Shackleford Reviews Situation Be- 
fore International Claim 
Association 





‘two SUGGESTIONS MADE 





Urges Greater Selectivity, Smaller “Tar- 
get” and Painting Darker Picture 
for Assured 





The seriousness of the suicide prob- 
lem, from the standpoint of both life 
and accident companies, was emphasized 
in an address before the International 
Claim Association this week at its an- 
nual meeting at White Sulphur Springs 
by R. W. Shackleford, Miami, Fla., in- 
surance attorney, who also offered some 
suggestions for improving the present 
situation. He pointed out in opening 
his review of this question that there 
are more than 20,000 suicides in the 
United States each year, stating further 
that “it has become increasingly appar- 
ent that insurance coverage is a fertile 
breeding ground for the germ, and the 
larger the amount of the policy, the 
lower the individual's resistance. He 
estimated that in excess of $66,000,000 
was paid out in 1931 on suicidal claims. 
He reviewed in considerable detail the 
various classes of court decisions, in- 
cluding both the ones dealing with the 
suicide clause in life policies and those 
which hold that suicide is an accident. 


Two Suggestions Offered 


In taking up the ways of eliminating 
potential suicide claims, Mr. Shackle- 
ford offered two suggestions, the first 
for greater selectivity of risks, particu- 
larly in the large policy class. He said 
in that connection that psychoanalysis 
has proved helpful in detecting types 
predisposed to suicide. His second sug- 
gestion was that assureds should be 
given a much smaller policy target at 
which to shoot. He. recommended that 
suicide and incontestable clauses be ex- 
tended to two years, in all policies now 
having shorter periods. Where not pro- 
hibited by statute, he believes that a 
further extension of the suicide clause, 
not to exceed five years, should prove 
beneficial, although admitting that any 
extension beyond two or three years is 
likely to bring about further unfavor- 
able legislation and court decisions. 


Present Unfavorable Picture 


He feels that the best means of de- 
creasing the practice among jumbo risks 
is through the psychology of sugges- 
tion. “Take down the picture of im- 
mediate and certain payments and hang 
im its stead one of tedious and expensive 
litigation with its outcome clouded in 
doubt,” he urged. “Place the spotlight 
On every unsuccessful attempt to col- 
lect. Focus the attention of those con- 
templating the act on its probable futil- 
ity and the tide will turn. When the 
odds are made that such self-extinction 
is no longer a sound business measure, 
your loss record will sharply decline.” 

On the question of combatting claims 
where the act has been consummated, he 
emphasized in the first place the neces- 
sity lor the most thorough investigation, 
both as to the physical facts surround- 
ing and preceding the act and the pos- 
sible motives for it, 


Lessening Popular Prejudice 


\n even greater problem is that of 
lessening the prejudice of courts and 
juries in favor of the beneficiary, which 
he said can be accomplished only by 
educational methods. : j 

(CONTINUED ON PAGE 8) 
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The News Is Getting Better 


ly the NATIONAL UNDER. 
WRITER issues of last December, attention was directed in this 
advertising to the cheering economic fact that when replacements 
became necessary prosperity would take the place of so-called 
hard times. 


Now replacements seem to be under way. Things are 
wearing out. When the winter before the winter before last’s 
overcoat shows unmistakable signs of falling apart, it means the 
looms begin turning to provide covering for the winter ahead. 
When the house begins to stand out like a sore thumb, and the 
neighbors look askance at what is getting to be a blot on the 
landscape, the people who manufacture paint get ready for the 
local orders. 


We are moving toward better times. For the past two years 
we have been waiting for this moment to arrive, but there is a world 
of difference between mere drifting and keeping in trim for the 
turn of the tide,—in the meantime taking advantage of favorable 
currents to conserve business. 


Unfortunately today some have to reduce their life insurance 
protection by cash surrenders and loans. But they need insurance 
just as much,—more than ever,—and will realize it if the story 
is properly told. Keep telling them. 


During this time people have looked at their reduced in- 
comes and readjusted their standards. They are out of the 
speculative mood, which caused so much trouble. They are 
inclined to conserve income and keep their affairs on a perma- 
nently sound financial basis. 


For one thing they have found out that life insurance is one 
of the safest investments there is, and is a strong anchor in all 
times of stress. Those who have none, regret it; those who 
have not enough also regret it. 


There are thousands of people sold on life insurance today. 
If they can pay for it they are getting more; if not, they are just 
waiting until they can, and the alert underwriter will be there 
when his prospect is ready to put his signature on the dotted line. 
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LIFE INSURANCE COMPA 


OF BOSTON, MASSACHUSETTS 








uw 





THE NATIONAL UNDERWRITER 





September 16, ig 








LeeLee eee eee 


CONN JEN JAIN SUA TATA SATA STAN JAIN JATIN AL SRI SAO SR SATA ATE SE A J DR DT A A 


“A Source of Comfort 
Through the Years” 


The Record of a Small Policy 


— E following letter from a Wisconsin 
clergyman illustrates strikingly how 
even a small life policy kept in force may be 
the chief or sole means to security and peace 
in the later years of life: 


“My mind goes back across the years, to 
an afternoon in North Dakota, when a rep- 
resentative of the New York Life came to my 
home and urged me to take out some Life 
Insurance. I believed in insurance but was 
too poor to make a start. I was so short of 
money that the agent had to lend me the 
money for my first premium. My only re- 
gret is that I did not let him make it three 
thousand instead of one, as he wanted to do. 


“Tt has been a source of comfort through 
the years, to have even so small an amount in 
a safe place. Now we are no longer young, 
and have decided to buy a little home. This 
means that we need the small savings the 
New York Life has been keeping for us 
these many years...” 


This is a $1,000 20 Payment Life policy 
issued at age 35. Total premiums paid 
—$766.80. Present cash value, including 
dividend deposits, amounts to $1,146.21. 
Through all these years the beneficiary 
has been protected for $1,000. 


A life or endowment policy (but 
not term insurance) is an Insured 
Savings Plan with guaranteed 
values for retirement. 


NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 


HOME OFFICE BUILDING 
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Canadians Figure Prominently 4. 
in U. S. Life Insurance Affairs 





Selection of Toronto for the annual 
meeting of the American Life Conven- 
tion, the week of Oct. 3 has emphasized 
the important part men of Canadian 
birth have taken in the development of 
life insurance in America. 

This year is the first time that the 
American Life Convention has met out- 
side of the United States. John M. 
Laird, vice-president of the Connecticut 
General Life and president of the Amer- 
ican Life Convention, was born Feb. 
20, 1885, in Bayfield, Ont., and received 
his education at the University of To- 
ronto. J. H. Domelle, secretary Canada 
Life, chairman of the Home Office Man- 
agement Section of the convention, is 
another Canadian who has been promi- 
nent in life insurance affairs for some 
time. Dr. H. W. Dingman, vice-presi- 
dent and medical director Continental 
Assurance of Chicago, chairman of the 
Medical Section, was born at Winni- 
peg March 30, 1884, and like President 
Laird was educated at the University 
of Toronto. 


Two Vice-Presidents Canadians 


Two vice-presidents of the American 
Life Convention also claim Canada as 
their home. They are A. N. Mitchell, 
general manager Canada Life of To- 
ronto, and T. B. Macaulay, president 
Sun Life of Montreal. Mr. Mitchell 
was born at Newtonville, Ont., Apr. 25, 
1876, and educated at Toronto Univer- 
sity. Mr. Macaulay first saw the light 
of day at Hamilton, Ont., June 8, 1860. 

Men prominent in life insurance in the 
United States who were born in Canada 
include: S. E. Allison, vice-president 
and actuary Pan-American Life; M. S. 
Bell, actuary Continental American Life 
of Wilmington, Del.; J. P. Bowerman, 
actuary George Washington Life of 
Charleston, W. Va.; A. S. Burkhart, 
vice-president Conservative Life of 
South Bend, Ind.; D. F. Campbell, in- 
dependent actuary, Chicago; <A. E. 
Childs, president Columbian National 


Life; G. I. Cochran, president Paci, 
Mutual Life; W. L. Crocker, preside, 
John Hancock Mutual Life; J. I. Dj. 
sette, vice-president State Life of Ib. 
diana; James Fairlie, first vice-presidey 
and actuary Abraham Lincoln Life , 
Springfield, Ill.; C. R. Fitzgerald, act. 
ary State Mutual Life. 


Other Prominent Canadians 


Also J. C. Grosjean, vice-presiden 
and medical director Agricultural Li 
of Detroit; R. C. Guest, assistant act. 
ary State Mutual Life; Robert Hende. 
son, vice-president and actuary Equi. 
able Life of New York; Alfred Hurre 
vice-president Prudential; Dr. W. A 
Jaquith, vice-president and wey 
rector National Life U. S. A; 
Russell, actuary Franklin Lite of 
Springfield, Ill.; J. E. Kavanaugh, se. 
ond vice-president Metropolitan Lif 
William Koch, president National Lit 
of Des Moines; Alfred MacArthy 
president Central Life of Chicago; } 
J. Maclellan, president Provident Lit 
& Accident of Chattanooga; S. F. Mc 
ag secretary Pacific Mutual Lite 

I. D. Moore, vice-president Pacifc 
Mutual Life; F. H. Morgan, secretary 
Missouri State Life. 


Many Natives of Dominion 


Also C. P. Orr, president Southen 
Life & Health of Birmingham, Ala; ¢ 
B. Pattison, secretary and actuary Pe. 
oria Life; T. A. Phillips, president Min- 
nesota Mutual Life; T. A. Robertson, 
superintendent of agencies Sterling Life, 
Health & Accident of Los Angeles; J. 
H. Sargent, secretary Northern Life of 
Seattle; J. G. Sharp, consulting actuary, 
New York City; J. S. Thompson, vice- 
president Mutual Benefit Life; D. A 
Walker, second vice-president and asso- 
ciate actuary Equitable Life of New 
York; W. A. Watt, mathematician Ne 
tional Life of Montpelier, and T. 0 
Young, president Farmers & Traders 
Life of Syracuse, N. Y. 








A. L. Stephenson Retiring 


Veteran General Agent of the Union 
Central Life Is Leaving Active 
Service 


SAN FRANCISCO, Sept. 15.—R. L. 
Stephenson, veteran general agent at 
San Francisco for Union Central Life, 
with 29 years service in that capacity, 
is, through amicable arrangement with 
the company, relinquishing his general 
agency to devote his time to personal 
activities. Always a successful personal 
producer, Mr. Stephenson has a large 
clientele and plans to maintain offices 
with the company. He states the com- 
pany has made no announcement as to 
its future plans for the San Francisco 
agency but it is expected with his re- 
linquishment of the general agency the 
organization will hereafter operate more 
as a branch office. Mr. Stephenson was 
twice president of the San Francisco 
Life Underwriters Association and first 
president of the California State Asso- 
ciation of Life Underwriters. He en- 
tered the business 30 years ago as agent 
for the Equitable of New York in San 
Francisco. 


Howard Cammack in St. Louis 


Well Known John Hancock Mutul 
General Agent in West Virginia Is 
Transferred 


Howard H. Cammack, of Charles W. 
& Howard H. Cammack, general agents 
of the John Hancock Mutual in West 
Virginia with headquarters at Hunting 
ton, has been appointed general agent 
at St. Louis, succeeding Henry 6. 


acted as manager of the St. Louis office 
of the outstanding life men of West 


association work, having served as presi- 
dent of the Huntington association. He 
is a member of the executive committee 
of the National association and has 
taken a prominent part in National as- 
sociation activities. He is secretary a0 
treasurer of the C. L. U. alumni, which 
now has about 1,000 members. 

His brother, Charles W. Cammack, 
will continue as general agent with 
offices in the Cammack & Watts build- 





ing, associated with his father. 
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(As Filed with Georgia 


All States Life, Ala 
Atlanta Life 
Guaranty Life, 
Industrial Life & n 
Pilgrim Health & 
Progressive Life, 
Shenandoah Life 





Insurance Department) 
6 sees. 
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Reiley Says Claim Man Can 
Aid in Selection of Risks 


VARIOUS FIELDS ARE LISTED 





Assistance Valuable in Regional Selec- 
tion, Selection by Type and Selec- 
tion by Service 





The ways in which the claim inspector 
or adjuster can be of assistance to the 
home office underwriter in the selection 
of risks were outlined by Austin D. 
Reiley, supervisor of risks in charge of 
the home office underwriting department 
of the Mutual Life of New York, in his 
address before the International Claim 
Association at its annual meeting at 
White Sulphur Springs. 

He spoke first in that connection of 
regional selection. It has always been 
observed that certain sections return 
higher mortalities among insured lives 
than others and as a result many com- 
panies are adopting a system of regional 
underwriting, by which all applications 
from certain districts are acted on by 
the same underwriters. He said that the 
underwriter in charge of one of these 
sections has no source equal to the field 
inspector in charge, in informing him- 
self as to conditions there. 

He referred particularly to the di- 
vision established by his own company 
known as the big city section, which 
handles all business coming from New 
York and Chicago. In the study of their 
field the underwriters who compose this 
section cannot have too intensive a 
knowledge of the population of the vari- 
ous districts that make up these great 
cities—their racial, social, criminal and 
economic characteristics —and there is 
no better source for this information 
than the inspectors who work in those 
cities. 

Selection as to Type 


His next division was selection as to 
type. As an example, he said that with 
the enormous increase in suicide mortal- 
ity his company determined to study 
these claims in an endeavor to determine 
whether there was such a thing as a 
suicide type. The material for this 
study was practically all obtained from 
the trained inspectors. Other types he 
took up were the gangster or racketeer 
type and the speculative type—not the 
speculator but the risk that is specu- 
lated on. 

In that connection he referred briefly 
to the experience with disability benefits 
and said that in the hectic times of selec- 
tion under the disability clause, it seemed 
as though a large part of the under- 
writer's energy was spent in a search for 
criteria by which they might recognize 
types—the claiming type and the ma- 
lingering type. 

The third field taken up was selection 
as to source. He said if there are pro- 
ducers whose business frequently con- 
tains risks not likely to produce good 
mortality, it becomes the underwriter’s 
rong to subject this producer’s business 
© such additional scrutiny as will pro- 
tect his company against such adverse 
aseence. It is usually the claim man 
jn imspects a recently insured death 

at first becomes aware of the situation. 


Equitable Life Cruise 

og to 750 persons will leave Ho- 
oken Saturday midnight on the “Aqui- 
tania” for Bermuda for the annual re- 
sonal convention of the metropolitan 
werhory of the Equitable Life of New 
ork. 
aentty 500 agents, managers, assistant 
a gers and unit managers have quali- 
a the trip by their production 
— Many of this number will be 
r panied by their wives, bringing 
¢ total passenger list well above 700. 
will ne the home office representatives 
1 President T. I. Parkinson ard 





Vice-President W. W. Klingman. 
he cruise is viewed with much in- 


terest, not only by those making the 
trip but by others in the life field, as it 
is the first time that a sea-going con- 
vention has been undertaken on so large 
a scale. The company has chartered the 
huge Cunarder and there will be no 
other passengers aboard except the 
Equitable party. 

The “Aquitania” will arrive in Ber- 
muda about noon Monday, leaving the 
same evening and arriving in New York 
again Wednesday morning. All con- 
vention sessions will be held on ship- 
board. 


Alabama Tax Increase Sought 


Under a bill offered in the Alabama 
legislature the premium tax on domestic 
life companies would be advanced from 
1 to 2 percent and on foreign companies 
from 2 to 3 percent. Life insurance 
men feel that the bill has little chance 
of being enacted into law. 

Indianapolis Association Plans 

The Indianapolis Association of Gen- 
eral Agents will hold its first meeting of 
the season late in September. George 
K. Jones, head of the association and 
general agent for the Connecticut Mu- 
tual, announces that several speakers of 
national note are being secured for the 
winter meetings. 





Bureau, Agency Officers to 
Eliminate Group Luncheons 





EXTEND DISCUSSION PERIODS 





Five Chairmen and Staff Associates for 
Chicago Joint Meeting Nov. 1-3 
Are Announced 





One of the innovations of last year’s 
joint meeting of the Association of Life 
Agency Officers and the Life Insurance 
Sales Research Bureau, the group lunch- 
eons at which company representation 
was divided, according to size, into four 
groups, will be eliminated this year. 
However, the time for group discussion 
will be extended by devoting the after- 
noons of Nov. 1-2 to group discussions, 
at the joint meeting to be held at the 
Edgewater Beach Hotel, Chicago, Nov. 
1-3. 

Five Group Discussions 

There will be five groups, arranged 
according to size of companies repre- 
sented. Each group discussion will be 
led by a chairman, assisted by a member 
of the Research Bureau staff. 

Agency executives who have accepted 





appointment as chairmen of the group 
sessions, and members of the bureau 
staff who will assist are: 

Group A—Over $1,000,000,000 insur- 
ance in forcee—H. H. Armstrong, vice- 
president Travelers, and John Marshall 
Holcombe, Jr.; group B—$400,000,000- 
$1,000,000,000 insurance in force — W. 
W. Jaeger, vice-president Bankers of 
Iowa, and G. Fay Davies; group C— 
150,000,000 - $400,000,000 insurance in 
force—J. G. Stephenson, superintendent 
of agencies London Life, and S. G. Dick- 
inson; group D — $50,000,000-$150,000,- 
000 insurance in force—W. T. Grant, 
president Business Men’s Assurance of 
Kansas City, and L. J. Doolin; group E 
—under $50,000,000 insurance in force— 
V. L. Tickner, vice-president American 
of Denver, and H. G. Kenagy. 


Peoria C. L. U. Election 


The Peoria (Ill.) Chapter of C.L. U., 
the largest in a city in the 100,000 class, 
according to the American College of 
L.ife Underwriters, held its annual meet- 
ing, electing C. T. Wardwell president. 
Other officers are: J. H. Wilson, vice-presi- 
dent, and J. H. Roth, Jr., secretary- 
treasurer. Prof. L. G. Tillotson, who 
conducted classes for the members, was 
made an honorary member. 


National Underwriter Calendars are 
the best form of insurance advertising! 
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ORGANIZED SELLING METHODS 


SOLVE the prospecting, presentation and 
self-direction PROBLEMS of the Newcomer 
to the work of the Man on the Street. The 
proven methods of successful salesmen using the 


plan are immediately available to him. 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul, Minnesota 
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William Penn 


Two hundred and fifty years ago, on September 
10, this great English ancestor of American democ- 
racy embarked for these shores. Thus recently 
said Albert Cook Myers in the Evening Public Led- 
ger of Philadel phia:- 

‘*Penn was the builder of three great common- 
wealths...New Jersey, Pennsylvania, and Delaware. 

‘*These States were the means of transmitting 
Penn’s ideals, as exemplified in practice, to other 
States and to the Nation as a whole, not only as a 
maker of constitutions, but peculiarly as dissem- 
inating hives of population which carried these 
transforming Penn influences of democracy and 
progress to the up-country of the South and to 
the West and so into the heart of the Nation.... 

“*....Penn stands forth as the greatest of the 
early American founders. His life and his thought 
have entered into the bone and sinew of England 
and America, and, indeed, into that of all the 
world.”’ 


THE PENN MUTUAL LIFE INSURANCE COMPANY 
WM. A. LAW, President 
Independence Square PHILADELPHIA 

















he Road Ahead 


The success ahead of a life insurance 
salesman depends upon five definite 
things— 

Himself 
His field 
His policy contracts 
His contract 
His company 


All of these are equally important. If all are 
good, success can be predetermined. 


To the man who possesses the right quali- 
fications, we will supply the other requisites of 
the right field, the right policies, the right con- 
tract, with the right Company. 


@For information address: 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, President 
Greensboro, North Carolina 


Strong Sentiment 
for Livingston to 
Have Second Term 








With Mrs. M. A. Ferguson seemingly 
nominated for governor of Texas, which 
is tantamount to an election, there will 
probably be a clean sweep in the insur- 
ance department. Texas has three in- 
surance commissioners, life, fire and 
casualty. W. A. Tarver, the life insur- 
ance commissioner, is chairman of the 
commission and is first vice-president of 
the National Convention of Insurance 
Commissioners. W. S. Pope is the cas- 
valty commissioner and has charge of 
rates of casualty companies, especially 
compensation rates. R. S. Mauk is the 
fire insurance commissioner and is head 
of the fire rating department. 

Judge Tarver is in line for the presi- 
dency of the National Convention of 
Insurance Commissioners and if his 
tenure of office were secure he undoubt- 
edly would be elected when Commis- 
sioner Livingston of Michigan retires. 
There has been much demand all over 
the country that Commissioner Living- 
ston be reelected president again this 
year, thus giving him two terms. His 
administration has been highly success- 
ful. He has been very conscientious and 
painstaking. In this connection the 
commissioners have high praise for the 
manner in which Commissioner Jess 
Read of Oklahoma has conducted the 
office of secretary of the convention, a 
very important one in its machinery. 


Suicide Problem 
Major One Today 


(CONTINUED FROM PAGE 5) 


“This prejudice,” he said, “rests largely 
on the ancient but continuing fallacy 
that suicide is committed only by the 
insane. By every method at your com- 
mand emphasize the number of rational 
suicides. Challenge the presumption 
that sane men do not destroy themselves 
by the fact that out of every five sui- 
cides, three are insured. Demonstrate 
that the assured are for the most part 
deliberate and calculating business men, 
and that the losses thus occasioned are 
being paid out of the policyholders’ pre- 
miums. 

“When the public mind can be brought 
to the conviction that self-extinction to 
the end of securing policy funds is no 
less dishonest than the robbery of a 
bank, and more contemptible, the day of 
automatic plaintiff's verdicts will have 
ceased.” 


Question of Sanity Injected 


In reviewing the court decisions in- 
volving the standard suicide clause, Mr. 
Shackleford referred to the tendency in 
a considerable number of cases to inject 
the question of sanity, but said that the 
majority of the decisions apply the same 
yardstick to the acts of an insane per- 
son as to those who are sane, and merely 
term the act suicide. While it is as 
gratifying as it is rare to find the courts 
favoring the insurance companies with 
the numerical weight of authority on a 
question of such complexity, he said 
the verbiage of the present clause should 
be so changed as to plug the crevice 
which otherwise will undoubtedly widen, 
particularly in the event that the period 
of the clause is extended. 


Effect of Incontestable Clause 


He also cited the many questions 
which have arisen, growing out of the 
relationship and effect of the incontest- 
able and suicide clauses coexisting in in- 
surance contracts. There is a sharp di- 
vision of authority as to whether the 
use of the two clauses precludes the con- 
test of the policy at the expiration of 
the contestable period, although the ex- 
press provisions of the suicide clause are 





thereby negatived. He also referred to 


the statutes of Missouri, Colorado, Utah 
and North Dakota expressly excludin, 
suicide as a defense “on ‘policies of life 
insurance,” which had formerly be, 
held in the first three of these states , 
include accident policies providing {, 
payment in case of death, and recep, 
modifications in that respect in thoy 
states. 


ANSWERS SUICIDE THREAT 


NEW YORK, Sept. 15.—Practicalj; 
all of the large companies receive fro, 
time to time threats of suicide from po. 
icyholders unless their demands in ey. 
cess of policy loans or surrender valye; 
are met. The president of one larg 
company was shown such a letter the 
other day directed to his company, Hp 
directed that a reply be sent to the pol. 
icyholder, stating that not only woul 
his demand not be met but the death 
benefit would not be paid if he did com. 
mit suicide. This president meant wha 
he said. He instructed the general coup. 
sel, in the event the policyholder ented 
his life, to resist payment, taking the 
case to the United States Suprene 
Court if necessary, on the grounds that 
to pay the death benefit under such cir. 
cumstances would be against public 
policy. 


Preparing for the Meeting 
of State Commissioners 


DALLAS, TEX., Sept. 15.—Insur- 
ance Commissioner J. G. Read of Okla- 
homa, secretary National Convention of 
Insurance Commissioners, was here this 
week to meet with the Texas committee 
on general arrangements for the annual 
meeting. During the first two days, 
Oct. 17-18, meetings will be at the Baker 
hotel at Dallas, and Oct. 19-20 at the 
Buccaneer hotel, Galveston. At Gal- 
veston will be the main entertainment 
features. The Texas State Fair will be 
in full swing during the convention 
period at Dallas so that the hotels are 
apt to be crowded. Addresses will be 
given by Commissioners Mitchell of 
California, Van Schaick of New York 
and Olsness of North Dakota. Com- 
missioner Livingston of Michigan, as 
president, will give the presidential ad- 
dress and the welcome address will be 
given by Commissioner Tarver of Texas, 
first vice-president of the organization 
A banquet and dance are scheduled at 
Dallas and an informal breakfast at 
Houston. 


Plan for St. Louis Dinner 


H. P. Dunham, insurance commis- 
sioner of Connecticut, and chairman ot 
the transportation committee for _the 
annual meeting of the National Con- 
vention of Insurance Commissioners, 
announces that there will be a dinner 
at the Park Plaza hotel, St. Louis, the 
evening of Oct. 15 for all commissioners 
and camp followers who will be in the 
city at that time enroute to Dallas where 
the gathering will be held. The dinner 
will be under the auspices of Insurance 
Commissioner Thompson of Missouri 
and will be tendered complimentary by 
the insurance interests of the city. A 
special train will carry the commussion- 
ers’ caravan to Dallas where it wil 
arrive the evening of Oct. 16. The 
meeting will be held there Oct. 17-18. 
On the night of Oct. 18 the entire party 
will entrain, arriving the next morning 
at Houston where breakfast will be 
served with the compliments of the 1!- 
surance fraternity of that city. Then 
the party will move on to Galveston 
where there will be entertainment Oct. 
19-20. The final business session will 
be held there. Reservations on the 
special train out of St. Louis on t 
Galveston are being made throug 
Colonel Dunham's office. 


The Little Gem Life Chart helps you 
sell policies, backs up your argenes: 
answers rate, policy, dividend and eee 
pany questions and gives you confidens 
because you have accurate facts nen” 
when you want them. Order at real 
company club rate from The Nation 
Underwriter. 
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Splendid | Progra 
for the Meeting 


(CONTINUED FROM PAGE 3) 


\ssociation of Life Underwriters, the 
United States Chamber of Commerce, 
etc., will be given an opportunity to ex- 
reetings. 

yb Behind the Scenes in Air 
Transport Operation” by T. Park Hay, 
a representative of the Transcontinental 
& West Air, Inc., New York City, will 
be the last address of the afternoon. _ 

At 4 p. m. there will be a special 
meeting of those interested in group 
insurance. In the evening the annual 
executive business meeting will be held. 
The second day’s program will open 
with an addrgss on “Aspects of Amer- 
ican Finance” by John J. O’Connor, 
manager finance department, U. S. 
Chamber of Commerce. He will be the 
Financial Section’s representative on the 
main program and while he has the floor 
k. T. Byers, vice-president American 
Central Life, chairman of the Financial 
Section, will preside. 

Parker and Dr. Anderson to Speak 


“The Effect of the Financial Read- 
justment on Life Insurance” by J. G. 
Parker, actuary Imperial Life of To- 
ronto, and the address by Merle Thorpe, 
editor “Nation’s Business,” will bring 
this session to a close. In the afternoon 
the first speaker will be Dr. H. B. An- 
derson, medical director Imperial Life. 
He will be the representative for the 
Medical Section on the main program 
and during his address Dr. H. W. Ding- 
man, vice-president and medica] direc- 
tor Continental Assurance of Chicago, 
will be in the chair. 

Then will follow addresses relating 
to the Home Office Management Sec- 
tion with J. H. Domelle, secretary 
Canada Life, chairman of the section, as 
the presiding officer. 


Canadian Justices to Speak 


On the evening of Oct. 6 the annual 
banquet and dance, the big social event 
will be held. It has been announced 
that G. H. Sedgwick, a justice of the 
supreme court of Ontario, will deliver 
an address of welcome at the opening 
session of the Legal Section Oct. 3. He 
will speak on behalf of the Ontario Bar 
Association. At the luncheon for mem- 
bers of the Legal Section at noon Oct. 
3 the guest speaker will be W. R. 
Riddell, justice of the supreme court 
of Ontario. 

Those attending this year’s meeting 
wil be able to purchase round trip rail- 
road tickets for one and one-half times 
the one-way rate. 


Mutual Benefit Permits 
Substitution of Policies 


(CONTINUED FROM PAGE 3) 


life plan, it must be first changed to the 
ordinary life plan as.of original date for 
the same amount. Satisfactory evi- 
dence of insurability will be required. 

If the old policy is on the continuous 
Premium (or paid-up) endowment plan, 
the new policy must be on the con- 
tinuous premium endowment plan ma- 
turing at the same time as the old pol- 
icy. If the old policy is on the limited 
Payment endowment plan it must first 
be changed to the continuous premium 
endowment plan as of original date for 
the same amount, maturing at the same 
time as the original policy. Satisfactory 
evidence of insurability will be required. 

Accelerative endowment policies will 
be treated in all respects as endowment 
policies maturing at the age at which 
the old policy is guaranteed to mature 
or at the nearest quinquennial age. 

In the case of limited payment life 
and endowment policies changed to the 
continuous premium life or endowment 
Plan, it is necessary to effect a change 
to the continuous premium plan if the 
policyholder’s present financial burden 
's to be relieved. The policyholder must 
be given to understand clearly that pre- 
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during which they were payable on the 
old plan. 

A new policy will not be issued which 
would mature in less than ten years 
from its date of issue, nor will new in- 
surance be issued on the term plan or if 
the insured has passed the insurable age 
of 70 years. 

If the insured has the right to change 
the beneficiary under the old policy, 
and there is a named beneficiary, such 
right should be exercised, and the policy 
changed to the “self” form. Otherwise 
unless the beneficiary under the old pol- 
icy shall release her interest therein the 
beneficiary under the new policy must 
be the same as under the old policy, and 
the rights of the insured under the new 
policy must be what they were under 
the old policy. If the beneficiary under 
the old policy be changed to “self,” the 
application for the new policy may name 
a beneficiary and the insured may re- 
serve any rights he may desire. 

Time Limitation Is Set 


The substitution described herein can- 
not be made earlier than six months 
after the establishment of a loan on 
security of the old policy sufficiently 
large to justify such substitution. 

The insured should not desire a sub- 
stitution, and the agent should not en- 
courage it, in cases where it appears 
unlikely that the insured will be able 
to carry the policy for the immediate 
future without recourse to loans. 

Commissions on the new insurance, 
both first year and renewal, will be 50 
percent of those provided for in the 
general agent’s agreement now in effect. 
Soliciting agents will receive 50 percent 
of the commissions provided for in the 
soliciting agent’s standard contract. In- 
surance adjusted under this plan will not 
be included in individual production rec- 
ords which are kept for the purpose of 
determining number of renewals earned 
under the soliciting agent's standard 
contract, position on honor roll, etc. 

If insurance which might be adjusted 
under the plan described in this bulletin 
is not so adjusted, and the old policy is 
terminated within six months prior or 
subsequent to the issue of a new policy, 
the commissions on the new policy will 
be adjusted on the basis herein set forth. 

The company reserves the right to de- 
cline to make any particular substitu- 
tion which may be requested. 


Many Notables Will Be on 
Hand for the Dedication 


At the dedication ceremonies of a 
bronze statue of Abraham Lincoln, “The 
Hoosier Youth,” at Fort Wayne, Friday 
of this week, under the auspices of the 
Lincoln National Life, there will be a 
number of notables present aside from 
Secretary of Agriculture Hyde, Senator 
Watson and Dr. J. R. Sizoo, pastor New 
York Avenue Presbyterian church. 
Cyrena Van Gordon of the Chicago 
Civic Opera Company will sing two of 
Lincoln’s favorite hymns. Dan Beard, 
venerable national commander of the 
Boy Scouts, one of the three holders of 
the Roosevelt gold medal for dis- 
tinguished service, and Robert Rayburn 
of Kansas, winner of the 1931 national 
oratorical contest for boys, will repre- 
sent the youth of the country. 

Miss Ida M. Tarbell, famed Lincoln 
biographer and student, will be one of 
those witnessing the ceremonies. 





Presidents’ Delegates Named 


The Association of Life Insurance 
Presidents will be officially represented 
at the annual meeting of the American 
Life Convention in Toronto, Oct. 5-7, 
by the following special committee of 
fraternal delegates: Alfred Hurrell, 
chairman, vice-president and general 
counsel Prudential; F. L. Allen, vice- 
president and general counsel Mutual 
Life of New York; P. M. Fraser, vice- 
president Connecticut Mutual; Andrew 
E. Tuck, assistant secretary Equitable 
Life, New York; G. L. Williams, vice- 
president Union Central Life. 








HELP MONEY 





The Prudential paid 197,460 claims 
during the first six months of 1932. 


This means that on each 
working day there were 
1,457 payments made to 
beneficiaries, some of 
whom might otherwise 
have faced dire need. 


In any of these cases the insurance proceeds 
were surely helpful. 
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Girard Life Insurance Company 
Philadelphia, Pa. 
Has excellent General Agency openings 
in Ohio, Pennsylvania and Michigan 
Generous first year and renewal commissions. 
Low net cost policies. 

We seek General Agents of high character and ability, who are will- 
ing to devote efforts to building a real General Agency. 
When writing give us a fair word picture of yourself and your insur- 
ance experience. 


Your correspondence will be treated confidentially unt 
such time as we have your permission to make inquiry. 
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Plenty of Money for the Market 


One of the interesting revelations in con- 
nection with the advance in the stock 
market prices is the amount of money 
that is forthcoming, which evidently has 
been hoarded, for the purchase of securi- 
ties. Investment houses have been sur- 
prised, for instance, at the number of 
old fashioned bills that were brought in 
which proves that this money has been 
kept in a safe deposit box or some less 
secure repository. It is astonishing that 
in spite of the terrific loss hundreds of 
thousands of people sustained in the 
stock market during the last few years 
many return in the hdpe of recouping 
their shattered fortunes or attempt to 
make some gain without particular ef- 
fort on their part. Investment people 
find that a great majority of customers 
at this particular time are those pur- 
chasing moderate amounts. They seem 
to be hesitant about risking very much. 
At the same time they have taken their 
currency from its hiding place, being 
tempted by the siren of the stock mar- 


Keep the Exploiters Out 


Dalty papers recently carried the news 
that Rocers CaLpwett of Nashville, who 
once controlled property values of $600,- 
000,000, would start anew in the banking 
business. It was stated that he will have 
offices in the same building that housed 
his former investment banking firm. 

Taking for granted that this is correct 
news and giving credit to a man who 
tries to come back after he has been 
jolted from his moorings and just about 
deluged, it is to be devoutly hoped that 
Rocers CALDWELL will keep his hands off 
insurance. His hand was one of blight 
in that particular direction. Insurance 
has been exploited_by -Rocrers -CaLpWwELL 
and his ilk. It has been commercialized 


ket. It would seem that life insurance 
arguments have not been sufficiently 
persuasive to call this money from its 
hiding place and to give life insurance 
even its rightful share. Perhaps there will 
have to be a rebaptism of life insurance 
faith. People’s confidence in financial 
institutions of all kinds has been more 
or less undermined. The fact that some 
badly managed legal reserve companies 
failed and commercialization showed its 
head in life insurance transactions in 
some quarters has caused the public to 
become somewhat solicitous. 

People in spite of their gambling in- 
stincts and desire to play the market, 
in our opinion, will be attracted by 
safety in their building of an estate 
however small it may be. When the 
sifting process has been completed peo- 
ple will become liberal patrons of life 
insurance companies. There is a great 
opportunity right now to stress life in- 
surance safety. Why not a bull market 
in life insurance? . 


and the business has been done untold 
injury, by those who have sought to 
reap private gain out of trust funds. 
These exploiters have done irreparable 
harm to a business of great beneficence. 
It has been prostituted for purely selfish 
purposes. Every company with which 
Rocers CALDWELL was connected has been 
defaced because of that relationship. 
Most of the insurance enterprises with 
which he was associated ignominiously 
failed. People of the CaLpwELL type are 
not insurance-minded in the sense that 
they appreciate the responsibility rest- 
ing on them. Their business practices 
do not measure up to-insurance stand- 


Ellsworth A. Fersch, special agent for 
the State Mutual Life, associated with 
his father, who is general agent in Dav- 
enport, Ia., was married there to Miss 
Alice Lapham. They are now on a 
wedding trip to New Orleans. 


Stratford L. Morton, general agent in 
St. Louis for the Connecticut Mutual 
Life, was the subject of a special article 
in the St. Louis “Globe-Democrat” last 
Sunday because of his fine collection of 
first editions, autographed copies, an- 
tique maps and pamphlets on American 
history and especially those dealing with 
the history of the Mississippi valley. 
Some of the books contain the original 
records kept by such explorers as La 
Salle and Father Marquette. 


President William Montgomery of the 
Acacia Mutual Life of Washington, 
D. C., expects to be in Chicago during 
the next few days to take up the matter 
of appointment of manager there. A. K. 
Long resigned the managership to be- 
come manager of the Jefferson Standard 
Life for territory with headquarters at 
Philadelphia. 

Accompanied by Joseph Haspel, gen- 
eral chairman of the New Orleans Com- 
munity Chest, T. M. Simmons, manager 
of United States agencies of the Pan- 
American Life, left New Orleans Sept. 
12 for Washington, where, with Mr. 
Haspel he is representing the Louisiana 
city at the welfare and relief mobiliza- 
tion conference called by President 
Hoover at the instance of welfare asso- 
ciation leaders of America. The confer- 
ence was held Thursday. Mr. Simmons 
is attending as vice-chairman of the New 
Orleans Community Chest. While in 
Washington, he will visit the Pan-Amer- 
ican branch office there. He will return 
to New Orleans through Virginia and 
North and South Carolina, where he will 
also visit other agencies. 

Vice-President W. J. Graham of the 
Equitable Life of New York will be one 
of the speakers at the Industrial Con- 
ference to be held at Princeton, N. J., 
Sept. 19-24. 

A timely, unusual and successful tie-up 
with the presidential year was made re- 
cently by the Cleveland agency of the 
Lincoln National Life, with a display of 
rare prints showing Lincoln’s two po- 
litical campaigns, 1860 and 1864. This 
display, which was open to the public 
for two weeks in the lobby of the Union 
Trust Company building at Cleveland, 
attracted more than 5,000 visitors, and 
secured more than 1,500 names of people 
who were interested not only in Lincoln 
but in life insurance as well, General 
Agent S. A. Bardwell says. 

David Eclov, a Minnesota agent for 
the Central States Life, had a perfect 
renewal record for the first six months 
of this year. Every policy that he wrote 
in the arst half of 1931 was renewed by 
the payment of the 1932 premium. 


— 


Fred G. Wiechmann, agent for the 
New York Life at Wausau, Wis., killed 
recently in an automobile accident, es- 
tablished a record in April, 1931, for the 
largest number of applications written 
in one month. He wrote 281 applica- 
tions, thus exceeding the record of Earl 
M. La Plante, Sturgeon Bay, Wis., made 
in 1924 with 251 policies and passed the 
same year by another Wisconsin life 
underwriter, W. E. Winter, Delavan, 
Wis., with 272. 


The field forces of the Royal Union 
Life of Des Moines are honoring Presi- 
dent J. J. Shambaugh this month, which 
is designated president’s month. This is 
a traditional campaign of the Royal 
Union. A goal of $2,000,000 has been 





ards. 


et. 
A. P. Osborn, branch manager for the 








Figures in Dedication 
of New Lincoln Statue 











ARTHUR F. HALL 


President Arthur F. Hall of the 
Lincoln National Life of Fort Wayne 
will be the chief official host in his city 
Friday of this week when the bronze 
statue of Abraham Lincoln, the “Hoosier 
Youth,” will be dedicated under his 
company’s auspices. The Lincoln Na- 
tional has devoted much time and atten- 
tion to the development of greater in- 
terest in the life and work of the Great 
Emancipator.. This bronze represents 
Lincoln as a young man in his old In- 
diana home and reflects the spirit and 
atmosphere of the sturdy manhood of 
pioneer days in Hoosierdom. 








Royal Union in Kansas City, has just 
completed 25 years service with that 
company. The officers desired to cele- 
brate the occasion in some festive way, 
but Mr. Osborn demurred, feeling that 
such a demonstration might detract 
from the president’s month campaign. 
In addition to being on the firing line, 
Mr. Osborn is a director of the Royal 
Union. 

S. C. Beatty,-district manager for the 
Mutual Life of New York at Jack- 
son, Miss., for 522 consecutive weeks 
has produced at least one application 
every week. He has been a member of 
the Mutual Life’s Quarter Million Club 
for eight years. 

nee 

S. B. Rote, formerly New Jersey state 
agent for the Connecticut Mutual, but 
now with the Equitable Life of New 
York, has returned with his family from 
an extended trip abroad. They visited 
England, France, Germany and Belgium. 


C. F. Williams, president of the West- 
ern & Southern Life, will leave next 
week on a speaking tour which includes 
Pittsburgh Sept. 16, Akron Sept. 17, St 
Louis Sept. 22, Peoria and Springfield 
Sept. 23, Chicago Sept. 24. 


O. A. Colvin, manager of the Akron, 
O., district of the Western & Southern 
Life, will be the guest of honor at 3 
banquet Sept. 17 in celebration of his 
20th anniversary with the company. F 
principal speaker will be President C. F. 
Williams. 

C. W. Peterson, manager of the Phoe- 
nix Mutual Life at San Francisco, 1s Tf 
ceiving congratulations over the arriv4 
of a son. 
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NEWS OF THE COMPANIES 








Union Central Keeps Up Gain 


Last Four Months Show the Company 
Is Able to Maintain Its 


Pace 





The Union Central Life maintained 
the gains it has established in three pre- 
yious months, exceeding August, 1931, 
with 13.1 percent increase in paid for 
business. The second four months of 
1932 compared with the first four 
months 1931 show a gain of 17 percent. 
The August gains were not confined to 
any special group or section. Unusually 
good months were reported from _Chi- 
cago, Cincinnati, Atlanta, Wichita, Birm- 
ingham, Boston, San Antonio, Memphis, 
Dalla, New Orleans, Little Rock, 
Louisville, Oklahoma City, Jacksonville, 
Sioux Falls, S. D., and Worcester, Mass. 

A-survey of agencies reveals that 25 
closed the first eight months with gains 
over the same period in 1931. Agencies 
with the most outstanding increases and 
the percentages of those gains follow: 
Chicago, 37 percent; Cincinnati, 13 per- 
cent; San Antonio, 31.9 percent; Atlanta, 
9.6 percent; Memphis, 20.1 percent; Polo, 
lil, 19.3 percent; Indianapolis, 22.9 per- 
cent; Oklahoma City, 106.6 percent; 
Grand Rapids, 36.8 percent; Kansas 
City, 36.8 percent; Davenport, 77.7 per- 
cent. 

The individual leader in August was 
]. V. Boehm, who has represented the 
Atlanta agency for 22 years with an 
average annual production of $425,000 of 
paid-for business per year. August was 
the third month this year in which Mr. 
Boehm had produced more than $200,000 
of settled business. 


Directors of the Pacifie Mutual Life 
have voted the regular quarterly divi- 
dend of 10 cents a share. 





Kansas Fights Merger Plans 





Attorney-General Seeks to Set Aside 
Deal Between Topeka Life and 
Pyramid 





Proceedings to prevent the merger of 
the Kansas Life of Topeka and the Pyra- 
mid Life of Kansas City, Mo., were be- 
gun by the state of Kansas in the dis- 
trict court in Topeka with suit for a 
permanent injunction against carry- 
ing out the merger and the ouster of 
the two companies from continuing the 
alleged unlawful acts. No temporary 
injunction was asked for, and no effort 
toward this end will be made until the 
case comes up for trial. 

The majority of the stock of the Kan- 
sas Life is owned by the Pyramid, ex- 
cept the qualifying shares of the officers 
and directors. Officers are identical. 


Three Commissioners Approve 


The merger contract has been ap- 
proved by the insurance commissioners 
of Missouri, Oklahoma and Arkansas, 
but has never been submitted to the 
Kansas commissioner. The petition 
charges that approval was a violation of 
Kansas laws, 

It is set out that the Kansas Life has 
moved most of its offices to Kansas 
City, and maintains only a skeleton or- 
ganization in Kansas. The petition as- 
serts that the Kansas Life has thousands 
of policyholders and insurance in force 
aggregating $28,000,000, while the Pyra- 
mid has only a few hundred policyhold- 
ers and $507,000 insurance in force in all 
states where it is transacting business. 

The state charges that officers of the 
two companies have entered into a con- 
spiracy and confederation to carry out 
the merger agreement under which the 





Pyramid is to reinsure the business of 
the Kansas Life in violation of the Kan- 
sas corporation and insurance laws. The 
Kansas department says it has not been 
furnished a copy of the contract and 
there have been no amendments to the 
charter of the Kansas company nor any 
approval given by any state official or 


department. 

The suit was brought by 
Boynton, attorney-general, at 
quest of Commissioner Hobbs. At the 
time of the hearing before the three 
commissioners, Mr. Hobbs announced 
that he had not been invited to the hear- 
ing and that the Kansas department had 
been ignored in the merger plans. 


Roland 
the re- 





R. F. C. Loan Is Not a Stigma 


H. S. Nollen Says Equitable of lowa Re- 
ceived no Loan, But Warns Against 
Criticising Those That Have 








Prompted by numerous inquiries, H. 
S. Nollen, president of the Equitable 
Life of Iowa, has informed his agents 
that the Equitable has not borrowed 
from the Reconstruction Finance Cor- 
poration. At the same time Mr. Nollen 
warned agents against criticising com- 
panies for receiving such loans. 

“Frequent inquiries,’ Mr. Nollen 
wrote, “have been made whether our 
company has borrowed any money from 
the Reconstruction Finance Corporation 
on account of the public statement that 
insurance companies have been borrow- 
ers without specifying individual com- 
panies. I am able to state, for your 
information, that our company has not 
borrowed any money from the Recon- 
struction Finance Corporation, and has 
not been compelled to sell any of its 
securities in order to meet current needs. 
We have, therefore, not been subject to 
Icsses by sacrificing good securities at 
low prices.” 

Mr. Nollen said it is remarkable that 
people lose their sense of reasonableness 
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through fear of unsoundness of every 
form of financial institution and now 


when the United States has provided 
plans to support these institutions, the 
same people criticise the organizations 
to which the government has extended 
credit. The public ought, he said, to 
take it for granted that a corporation 
which is accommodated by the Recon- 
struction Finance Corporation is put 
into a better condition to meet its obliga- 
tions and therefore entitled to confi- 
dence. 

Nearly all of the difficulty in the past 
three years, according to Mr. Nollen, 
has been due to false ideas about finances 
and the value of securities. Rumors 
have caused runs on banks and as a 
result, large volumes of good securities 
have been dumped on the market at sac- 
rifice prices. There is now every sign 
that a better feeling prevails, he said, 
and the government is doing everything 
in its power to restore public confidence. 


Julius Barnes Is Confident 
of Shenandoah Life Future 


Julius Barnes, head of the Insurance 
Equities Corporation of New York, 
which is the purchaser of the Shenan- 
doah Life, and chairman of the board of 
the latter company, is optimistic over 
the outlook for the Shenandoah, he said 
at a board meeting of the Shenandoah 
in Roanoke, Va. Mr. Barnes said he 
was attracted to the Shenandoah by its 
excellent standing and reputation, and 
by the efficiency of its officers. Presi- 
dent R. H. Angell and his associates 
will continue actively to direct the com- 
pany. 

Mr. Barnes is confident the country 
has passed through the worst of the de- 
pression and believes that life insurance, 
having come through the time of stress 
with so much credit, will meet popular 
favor even more than in the past. It 
is not his plan to advocate any major 
changes in the Shenandoah’s makeup. 

Former Senator W. L. Andrews an- 
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SOMETHING NEW ruar IS NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 
LIFE INSURANCE 


COMPANY 
Mutual Legal Reserve Life Insurance 


Ten East Pearson Street : : : Chicago 











And Now— 


Monthly Premiums! 


= profiting by 
the exceptional money-making opportuni- 
ties of our Golden Rule Contract, now 
may place Monthly Premium Policies, as 
well as those on the Annual, Semi-annual 
or Quarterly basis. 


A Monthly Premium Depositing Plan 
is certain to be popular in times like these. 


Columbus Mutual Life 
Columbus, Ohio 








nounced his resignation as _ secretary- 
treasurer before the home office force. 
The directors passed a resolution of ap- 
preciation for his services since the com- 
pany was organized in 1916. Frank 
Cohen accompanied Mr. Barnes from 
New York and became a member of the 
directorate, as did Franklin Berwin. 


Colonial Life of New Jersey 
Celebrating Its 35th Year 


This year marks the 35th anniversary 
of the Colonial Life of Jersey City and 
therefore a special effort is being made 
to make it a memorable one. Super- 
visor of Agencies E. B. Griffith, with 
the cooperation of Assistant Supervisor 
Hugh Matheson, Ordinary Agency. Sup- 
ervisor F. K. Howson, and Director of 
Publicity John H. Rees, are conducting 
an extensive campaign throughout all 
districts. The industrial business has 
shown a marked improvement in quality 
and quantity over last year. The Co- 
lonial Life looks for an increase in inter- 
mediate and ordinary also. 


Northwestern Mutual Surplus 


In reporting the semi-annual state- 
ment of life companies by the Georgia 
department, some of the companies show 
no general free surplus, the tisual sur- 
plus funds ‘being carried in the state- 
ment under various contingent liabili- 
ties. The Northwestern Mutual, for 
example, does not show any surplus in 


any statement except Dec. 31. 
plus then was $54,596,731. 


Fremont Mutual Moves 


The home office of the Fremont My. 
tual Life has been moved from Cleve. 
land to Columbus, O., and will be |p. 
cated in the Spahr building. C. K. Se. 
bert is president and treasurer, and [.S 
Hoffman vice-president and secretary, 


Cedar Rapids President’s Month 
The Cedar Rapids Life devoted Ay. 
gust to production in honor of (Co) 
Charles B. Robbins, its president. The 
production was the best of any month 


this year and exceeded last August } 
27 percent. 


Connecticut Mutual’s August 


Following the originally reported in- 
crease in issued business for August, the 
Connecticut Mutual now reports an in- 
crease in paid-for business of 8 percent, 
In August, 1931, the company paid for 
$7,235,166 and in August this year 
$7,811,322, an increase of $576,156. 


Its Sur- 


Western & Southern Life 


The medical department of the West- 
ern & Southern Life reports that the 
amount of ordinary life insurance sub- 
mitted so far this year exceeds that of 
1930 and 1931. The percentage of the 
actual to the expected mortality has de- 
creased 8.75 percent in the last two 





years. 








AMONG COMPANY MEN 





Kremer Is Agency Director 


Succeeds Wandrey in Important Post 
with National Guardian Life’s 
Home Office 


C. M. Kremer has been appointed di- 
rector of agencies for: the National 
Guardian Life. He succeeds W. J. 


Cc. M. KREMER 


Wandrey, who has for three years been 
secretary and director of agencies. Mr. 
Wandrey will devote his entire time to 
the duties of secretary. 

For 22 years Mr. Kremer has been 
in insurance business, associated with 
A. C. Larson, manager in Wisconsin for 
the Central Life of Iowa. For the last 
17 years he held an executive office with 
the agency, being sales manager for 
some time. Mr. Kremer is a graduate of 
Coe College, Iowa. He made his first 
appearance at the convention of Na- 
tional Guardian agents and has now as- 
sumed active work at the home office. 


Northern Life of Canada Changes 
LONDON, ONT., Sept. 15.—G. W. 














Geddes, general manager of the North- 


ern Life of Canada, has in addition been 
appointed actuary, taking over the duties 
of the late C. R. Bissell. W. E. Robin- 
son, vice-president, has been appointed 
treasurer. R. C Balfour has been ap- 
pointed comptroller, R. M. Sangster, as- 
sistant secretary, and L. R. Detwiler 
agency secretary. 


Garretson Agency Supervisor 


H. J. Garretson, formerly west coast 
supervisor for the John Hancock Mutual 
Life, has been appointed supervisor of 
agencies for the Fidelity Mutual Life at 
the home office. 


Phillips Agency Secretary 


Edwin A. Phillips has been named 
agency secretary of the Oregon Mutual 
Life. He will also have charge of the 
publicity and advertising. He has been 
with the company in various field and 
office capacities since 1929. 





CONVENTIONS 
Fidelity Mutual Club Meets 


Field Leaders Gather at Virginia Hot 
Springs—President Talbot Delivers 
Optimistic Message 








Optimism was the predominating note 
at the annual convention of the Fidelity 
Mutual’s “Leaders Club” in Virginia Hot 
Springs. More than 200 persons at 
tended. 

F. H. Sykes, vice-president and mat- 
ager of agencies called the meeting 
order. 

A stirring message of confidence ™ 
the business outlook was voiced by Pres 
ident Talbot. J. D. Mahoney, affec- 
tionately known throughout the field as 
the “Office Boy,” conducted the installa- 
tion of club officers, who are: President, 
E. M. Horn, York, Pa.; vice-president, 
S. H. Gettis, Washington, D. C.; secon 
vice-president, Maurice Strauss, New 
ark; secretary, P. J. Grogan, Johnstow", 
Pa.: treasurer, Karl Collings, Philadel- 
phia. ud 

Mr. Horn talked on “How It Was 
Done,” telling of his habits and methods. 
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Mr, Horn lives in a relatively small 
tewn. The convention paid tribute to 
the memory of C. M. Hunsicker, many 
times president of the club, who was 
juried in Philadelphia Sept. 8. 

A fine address on “Approaching and 
Closing” was given by Manager R. N. 
Waddell of Pittsburgh, delivered under 
the most trying circumstances possible, 
since he received a telegram shortly be- 
fore the convention telling of his 
mother’s death. Medical Director J. L. 
Siner gave an instructive talk with slides 
on “Medical Selection.” A managers’ 
conference and a round table discussion 
occupied one afternoon, 

The winner of the production contest 
for the convention’s “Unknown Guest” 
was Mrs. Clara W. Markham of St. 
Louis. Special honors and appropriate 
awards were made to five men who 
qualified for Class A of the club before 
Dec. 31: Maurice Strauss, Newark; 
Dick Drake, Los Angeles; S. H. Gettis, 
Washington; E. M. Horn, York, Pa., 
and E. H. Schaeffer, Harrisburg, Pa. 

The 1932 “App-a-Week” awards were 
made to H. L. Higgs, Memphis, Tenn., 
442; E. M. Horn, York, Pa., 234; Young 


Shackelford, Statesville, N. C., 195; F. 





P. Jernigan, Little Rock, Ark., 89; L. L. 
Bishop, Portland, Me., 74. 

The new “Library Award” of $50 of 
insurance volume, for the agency which 
under definite regulations scored the 
highest percentage of increase based on 
number of agents qualified for conven- 
tion in the several “Leader” classes, was 
won by Manager J. B. Campbell, of St. 
Louis. 

The Heron trophy, a plaque which 
goes each year to the producer showing 
the greatest percentage of increase in 
cash premium settlements, was pre- 
sented to Stanley Gettis of Washington, 
D. C. The president’s trophy, another 
beautiful plaque awarded annually to the 
class A member of the Leaders’ Club 
who qualified in class A the previous 
club year and whose business showed 
highest ratio of persistency, went to 
Karl Collings of Philadelphia, who won 
it permanently. Mr. Collings, with a 
total exposure of $212,000, came through 
the observation period with a lapse ratio 
of zero, a record which he achieved also 
the other two years he won the plaque. 

It appears likely that the 1933 conven- 
tion will be held in Chicago during the 
world’s fair. 








LIFE AGENCY CHANGES 





Ohio State Names Managers 





Knippenberg in Charge at Indianapolis, 
Heiser in Philadelphia—W oodruff 
Findlay General Agent 





H. M. Knippenberg has been ap- 
pointed manager of the Ohio State Life 
at Indianapolis, with offices in the New 
City Trust building. He was formerly 
sales manager for the Nordyke-Marmon 
Company and later was with the In- 
dianapolis Life. O. R. Heiser has been 
appointed manager of the Philadelphia 
agency. From 1925 to 1928 he was with 
the Retail Credit Company and then be- 
came an organizer for the Aetna Life. 
He majored in insurance under Dr. S. S. 
Huebner at the University of Pennsyl- 
vania and also taught in Girard College. 
R. W. Woodruff has been appointed 
general agent at Findlay, O., with offices 
in the Niles building. He was for 15 
_ general agent for the Gem City 
Ate. 





S. J. Roberts 


S. J. Roberts, assistant secretary in 
the field department of the Acacia Mu- 
tual of Washington, D. C., has resigned 
that post to become manager for the 
Acacia in Philadelphia. 





Albert Adams 


Albert Adams, who has taken charge 
of the ordinary agency of the Pruden- 
tial at Macon, Ga., succeeds C. M. 
Adams & Son. He started as a clerk 
in the Macon office April 1, 1911, and 
was taken into partnership by his father 
in May, 1917. He assumed the respon- 
sibility of the agency on account of his 
father’s physical condition. He now 
takes full charge. 





R. B. Schlater 


R. B. Schlater, whose Mississippi 
agency of the Lamar Life led the field 
the first half of this year in paid for 
business, has been given also the Mem- 
Phis agency. Mr. Schlater went with 
the Lamar Life in 1916. In 1921 he 
was elected a director of the company. 





Newberg-Adams Co. 


wine Newberg-Adams Co., 330 South 
ells street, Chicago, has been ap- 
pr; general agent for the Guaranty 
-lle of Davenport, Ia. The agency also 
represents the Sterling Casualty. 





R. S. McKnight 


2. S. McKnight has been appointed 
anager of the south Alabama agency 





of the Life of Virginia, with headyuar- 
ters in Montgomery. He succeeds J. A. 
Boyd, resigned. Mr. McKnight is a 
native of Alabama and attended the Uni- 
versity of Alabama. His business career 
covers 18 years in banking and 12 years’ 
successful experience in life insurance as 
personal producer and agency super- 
visor. 





George L. Miller 


George L. Miller, formerly at the 
home office of the Peoples Life of Frank- 
fort, Ind., has been sent to Indianapolis 
to develop an active sales organization 
for that territory, with offices in the 
Circle Tower. 





R. A. Kerkeek 


The Kansas City Life has appointed R. A. 
Kerkeek of James & Kerkeek, Ashland, 
Ky., as district manager for the tri-state 
territory comprising parts of Kentucky, 
West Virginia and Ohio. Mr. Kerkeek 
was formerly general agent for the 
Inter-Southern, making a record both as 
a personal producer and organizer. 





H. B. Wood 


H. B. Wood, formerly general agent 
for the Pilot Life, has been appointed 
Birmingham, Ala., manager of the Pa- 
cific Mutual Life. 


A. P. Johnson 


A. P. Johnson, who has been manager 
of the Detroit city agency of the Detroit 
Life since 1930, and becomes city man- 
ager of the Great West Life, is a grad- 
uate of Columbia, where he specialized 
in business administration. He started 
as cashier for a casualty company, re- 
signing in 1922, and for the next eight 
and a half years was an agent for the 
Mutual Life of New York in Detroit. 





R. B. Montgomery, Fred Archer 


Robert B. Montgomery, president of 
the chamber of commerce at Sioux Falls, 
S. D., has become general agent for the 
Security Mutual Life of Nebraska. Fred 
Archer has been named to take charge 
of the Wichita office. 





Montana Life Appointments 


L. W. Linder has been appointed dis- 
trict manager of the Montana Life for 
eastern Washington with headquarters 
in the Standard Stock Exchange build- 
ing at Spokane. In 1930 he went with 
the United Pacific Life and was sent 
to Spokane to develop that territory. 
Since the United Pacific merged with 
the Northern Life he continued in the 
service of the latter company. 

C. W. Griffen, who has been district 
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written to meet the demands of those who will buy 
life insurance today and tomorrow. 


If you are interested in a permanent connection in 
Ohio or New York, it will pay you to investigate. 


JOHN M, HULL, FRANK F. EHLEN, 
President Director of Agencies 


BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 


Founded 8 
452 Delaware Avenue Buffalo, N. Y 
































Stewardship 


HE Mutua BeEnerir is justly proud of its 

record of stewardship, for funds entrusted to 
its care have been conserved and wisely in- 
creased. Neither war, nor plague nor panic has 
prevented the performance of its contracts. And 
in that constancy there is confidence that mem- 
bers of the Company will continue to find safety 
in Mutual Benefit protection. New policies being 
issued daily are contractual obligations and will 
further demonstrate the unchanging character 
of Mutual Benefit security . . . the first law of 
a life insurance company is security. 


The MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 
Newark, New Jersey 
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THE FORMULA OF SUCCESS 


IFE INSURANCE can be explained in plain, 
everyday language. The facts can be simply 
stated. People need to be told about life insurance 
by one who knows life insurance and its adaptability. 
Salesmen of integrity, ability and courage who will work 
systematically and plainly state the facts of life insurance 
service will be Masters of their craft and successful. 


Tue Murtvat Lire or New York, with its long history 
of increasing success, offers opportunity. It writes Annuities 
and all Standard forms of life insurance. Double Indemnity 
Benefits. It has many practices to broaden and expedite service 
for Field Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work 
as a career of broad service and personal achievement are in- 
vited to apply to 


The Mutual Life 


Insurance Company 
of New York 
34 Nassau Street New York, N. Y. 
DAVID F. HOUSTON GEORGE K. SARGENT 


President Vice-President and 
Manager of Agencies 








Opportunity for managers in 


Akron, Ohio 
Canton, Ohio 
Youngstown, Ohio 


— qualified men there is a liberal and profit- 
able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 
30 year old company. 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 
and double indemnity. 


If you are interested in a manager’s contract that 
offers a real opportunity write 


S. M. Cross, President 


Columbia Life Insurance Co. 
Cincinnati, Ohio 


agent of a company at Sheridan, Wyo., 
has been appointed general agent of the 
Montana Life for five counties. 

E. E. Clausen and Ben Booke have 
been appointed general agents of the 
Montana Life at Huron, S. D. Mr. 
Clausen was formerly in life insurance 


five years has been an agent at Minot. 
Life Agency Notes 


tual Life of New York. 
with Johnson & Co., 
agency. 

The following changes in district man- 


Southern Life: 
Haute; R. R. Shaffer, Bast Liverpool, O., 
and M. B. Fuller, Piqua, O. 


Ira Nelson has returned 


at Fargo and Mr. Booke for the last 


N. L. Whitney has been appointed dis- 
trict manager at Dayton, O., for the Mu- 
He has been 
general insurance 


agers are announced by the Western & 
W. B. Guisinger, Terre 


N. D., from Bismarck and will be locateg 
there in charge of that section for the 
Great American Life, recently licengeg 
in North Dakota, State headquarters 
are in Bismarck. 

J. C. Anderson, manager of the Lif, 
of Virginia at Columbus, O., has ap- 
pointed F. E, DeLauder special repre. 
sentative in the ordinary department. 
For the past four years he has been 
leading producer with that company jy, 
the industrial department. 

W. L. Rice, auditor from the home of. 
fice, will become an agency assistant 
at the Cleveland office of the Penn My. 
tual on Oct. 1, acting as office manager 
Sam Gregory has been appointed unit 
manager of the Penn Mutual in Cleve. 
land. 

W. E. Watts, first vice-president of the 
All-Star Club of the Lamar Life ang 
former agent, has been promoted to gy. 
pervisor of the J. H. Long agency jy 
Mississippi. He went with the company 
in June, 1928. He is a graduate of Mis. 





to Fargo, 


sissippi College. 








As SEEN FROM CHICAGO — 





Cc. L. U. COURSE TO OPEN 


A new C. L. U. study course will be 
started Sept. 19 in Chicago by the Dodd- 
Harris Schools, 190 North State street, 
classes being held Monday, Wednesday 
and Friday of each week, from 6:30 to 
9:00 p. m. The heads of the school are 
D. F. Dodd and W. D. Harris, educators 
of long experience. Classes are limited 
to 15 adults. The faculty on general 
subjects consists of experienced college- 
trained teachers who have specialized in 
high school and pre-legal subjects, and 
in addition a staff of C. L. U. men has 
been engaged. This is said to be the 
first time such a course has been offered 
by a Chicago school. 

es - 
HEIFETZ ANNUAL MEETING 


The Samuel Heifetz agency of the 
Mutual of New York in Chicago will 
hold its annual meeting in the Stevens 
Hotel bungalow all day Sept. 23. W. F. 
Dineen, big producer, will be chairman 
of the morning session, and will intro- 
duce Mr. Heifetz who will start the ball 
rolling. In the afternoon, V. F. Burke 
and D. F. McLeran will be joint chair- 
men. J. R. Hastie, associate manager 
and president of the Chicago Associa- 
tion of Life Underwriters, will talk on 
“Consistent Production Methods.” Mr. 
Heifetz will close the business session. 
A dinner will follow, at which there will 
be a speaking program and entertain- 
ment. 

* * * 
RECORD OF QUARTER CENTURY 


There appears to be a general impres- 
sion in life insurance that the weekly 
agency meeting (usually Monday morn- 
ings) is a comparatively recent develop- 
ment, which merely proves again the 
old adage that there is “nothing new 
under the sun.” H. C. Hintzpeter, man- 
ager in Chicago for the Mutual of New 
York, has been conducting weekly 


agency meetings for more than a quar- 
ter century—over 26 years, as a matter 
of fact—and rarely has missed one. The 
Monday meeting in the Hintzpeter 
agency partakes more of the nature of 
a highly developed school of instruction, 
directed, however, by the agents them- 
selves. For the last four weeks the sub- 
ject has been the new federal inheri- 
tance and gift taxes. Through discus- 
sions the agents have been shown how 
to make the most out of the increased 
taxes. 
x * * 
INSURANCE COLUMN STARTED 


The Chicago “Daily News” has started 
an insurance column apparently designed 
to discuss in popular style some of the 
coverages and aimed at public consump- 
tion rather than being restricted to the 
trade. Dempster McMurphy, who was 
recently connected with the publicity 
department of the Middle West Utili- 
ties Company, and has been in publicity 
work for several years, is the editor. 

x *k * 


WRITES MUCH NEW BUSINESS 


A considerable amount of new busi- 
ness has been written by C. D. DeBarry 
& Associates of Chicago in converting 
members of the Catholic Order of For- 
esters and the Women’s Catholic Order 
of Foresters over to adequate rate basis. 
New and increase business totaling $1,- 
036,894 was secured for the women’s 
order from Jan. 1 to Aug. 20, the 
DeBarry firm passing the halfway mark 
in its quota of $2,000,000 before Jan. 1, 
1933. New and increased production for 
this order went over the $200,000 mark 
in August, the best month this year. 
Total production for the order this year 
is over $1,500,000. 

From April 16, 1931, to April 15, 1932, 
DeBarry & Associates wrote $3,014,750 
new and increased business for the C. 0. 





F., the net placed being $2,877,250. 








PACIFIC COAST AND MOUNTAIN 





Branch Manager of Agencies 


Successful Coast Man Takes Charge of 
Production Plans for Hamilton 
National Life 


Spencer Thorpe, president of the 
Hamilton National Life of Los Angeles, 
has appointed M. F. Branch manager 
of agencies in charge of the company’s 
production plans, including intensive or- 
ganization and development of. Califor- 
nia and entrance into a number of other 
Pacific Coast states. 

Mr. Branch was formerly with the 
California-Western States Life, starting 
with the Western States in 1920 as 
agent at Stockton, Cal. He was trans- 











ferred to San Francisco as agency or- 
ganizer the following year, and in 1923 





the company created a second agency, 
the M. F. Branch agency at San Fran- 
cisco. In 1926 he resigned to become 
manager of agencies of the California 
State Life, remaining until 1929, when 
he returned to the Western States Life 
as manager of its home office agency at 
San Francisco. In 1931 he was appointet 
group superintendent in southern Cali- 
fornia and Arizona, but returned to San 
Francisco the first of the year to engage 
in personal production for the California- 
Western States consolidation. 


Coast Appointments Made ; 
by Bankers Reserve Life 


J. R. Farney, vice-president and 
agency director of the Bankers Reserve 
Life of Omaha, who has been touring 
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the Pacific Coast, while in Los Angeles 
recently appointed M. H. Fuller as 
home office agency supervisor for south- 
ern California. Mr. Fuller was formerly 
agency supervisor at Los Angeles for 
the United Mutual Life of Indianapolis 
and prior to that was agency supervisor 
for the Great Republic Life. He was 
for many years a supervisor for the 
Western States Life. 

M. F. Wagner is appointed agency 
manager at Los Angeles in charge of 
southern California. He was at one time 
vice-president of the Northern States 
Life of Minneapolis, later forming the 
Wagner-Padden agency there. He re- 
cently moved to Los Angeles and is now 
returning to active work in life under- 
writing. 


“Olympic” Contest Great Success 


Interest in the recent Olympic games 
in Los Angeles was capitalized by the 
northern California agency of the Occi- 
dental Life in August, with a 100 per- 
cent increase in new business as com- 
pared with the same month of last year. 
Each major track event was involved 
in the contest. An agent had to “qualify” 
for participation in each event and the 
underwriter making the best “score” in 
each class was declared the winner. 
Trophies were presented to the winners 
in San Francisco Sept. 10 by V. H. 
Jenkins, vice-president in charge of pro- 
duction. 


Lovelace In Colorado 


Griffin M. Lovelace, vice-president of 
the New York Life, last week addressed 
the P. L. Corbin agency in Denver. Mr. 
Lovelace stressed the importance of a 
proper mental attitude on the part of 
salesmen, and insisted that workers dur- 





ing a business depression would pro- 


duce as much business as in normal 
times if they attacked the job in the 
right attitude. 

Mr. Lovelace, accompanied by For- 
rest Morton, in charge of the agency 
service bureau, and Willard V. King, 
director, later attended a conference of 
the $200,000 Club members at Colorado 
Springs. 


Test Washington Aviation Ruling 


The Pacific Mutual Life has filed suit 
against the Washington insurance de- 
partment to set aside its ruling barring 
the so-called aviation clause in life, 
health and accident policies written in 
that state. Heretofore the department 
has held that it would not allow the 
writing of standardized contracts which 
differ only in the respect that they ex- 
clude the contingency of injury or death 
caused while riding in an airplane. 





Reauveau Joins Stegge 


W. L. Reauveau, serving in a super- 
visory capacity with the Clark A. Moore 
general agency of the Aetna Life at 
Oakland since establishment of the 
agency about three years ago, has joined 
John J. Stegge, manager of the Lincoln 
National Life at San Francisco, as as- 
sistant manager. 





Hoyt Agency Manager 


The Northern Life of Seattle has ap- 
pointed H. H. Hoyt agency manager at 
Los Angeles. Mr. Hoyt was formerly 
manager of the Sunset agency at Los 
Angeles of the California-Western States 
Life for several years. He will be as- 
sisted by Harry Paulbach, who has been 
assistant manager at Los Angeles for 
the Northern Life for some time. 








ACCIDENT AND HEALTH FIELD 





Plan Detroit Sales Congress 


Outstanding Program Arranged by Ac- 
cident & Health Managers Club for 
Sessions Sept. 22 








_ DETROIT, Sept. 15.—An outstand- 
ing program has been arranged for the 
first accident and health sales congress 
of the Accident & Health Managers 
Club of Detroit Sept. 22. 

W. G. Curtis, president National 
Casualty, will speak on “The Responsi- 
bility of the Agent to the Public and 
the Company;” E. (“Count”) 
Mueller, Wisconsin state manager for 
the Provident Life & Accident and pres- 
ident of the National Association of 
Accident & Health Managers, on “The 
Opportunities Accident and Health In- 
surance Offers the Agent;” E. Haus- 
child, assistant secretary Continental 
Casualty, Chicago, on “The Agent and 
the Underwriter” and E. M. Broeckel, 
Detroit manager Retail Credit Com- 
pany, on “Inspections,” and A. Warren 
Saunders, Pacific Mutual Life, Detroit, 
will give a sales demonstration. I. F 
Heffler will conclude the morning ses- 
Sion with an address on “Proper Ap- 
proaches.” 


Ernest Owen to Speak 


Ernest W. Owen, Detroit branch 
manager Sun Life, famous for his inspi- 
rational bulletins to his large staff, will 
talk on “The Thirteen Keys to Success” 
at the luncheon. At the afternoon ses- 
sion Paul Schultz, claims auditor Gen- 
eral Accident, will discuss “The Rela- 
tionship Between the Agent and the 
Claims Department,” followed by a sales 
demonstration by H. McFarland, 
State manager North American Acci- 
dent. R. T. Smith, manager Travelers, 
will speak on “Why Sell Accident & 
Health Insurance?” and Claris Adams, 
executive vice-president of the American 
Life and former secretary of the Ameri- 
can Life Convention, will close the con- 
8ress with an inspirational address. 


Form New Agency in Chicago 





Hawkins and Stoffels Organize Sentinel 
A. & H. Office—General Agent 
for Sentinel Life 





The Sentinel Accident & Health 
agency has been formed in Chicago and 
has been appointed general agent exclu- 
sively for the accident and health de- 
partments by the Sentinel Life of Kan- 
sas City. Val H. Hawkins is president; 
Oscar A. Stoffels, vice-president, and 
Edgar O. Stoffels, secretary-treasurer. 
Mr. Hawkins formerly was connected 
with the General Accident, United 
States Fidelity & Guaranty and more 
recently the Commercial Casualty in 
Chicago. He is widely known through- 
out Illinois, which he has covered for 
many years, and he is considered one of 
the ablest underwriters and production 
men in that territory. Oscar A. Stoffels 
is well known to insurance men, having 
been in the field since early in 1909, 
operating his own general agency. His 
son, Edgar O., entered the business with 
his father, in 1926 becoming general 
manager of the original Stoffels agency. 


Feature Selling to Farmers 


A sales congress will be held at 
Columbus Sept. 19-20 by the Chipman 
agency of. the Equitable Life of New 
York. The addresses will deal solely 
with the selling of insurance to farmers. 
The classes will be conducted by Man- 
ager H. A. Chipman and Assistant Man- 
ager F. A. Brunner. 





Mathus at Indianapolis 


K. H. Mathus, editor of publications 
of the Connecticut Mutual, spoke at a 
meeting of Indiana agents in Indian- 
apolis Sept. 15. 


“Monthly Income and How to Write 
It,” by Harry McNamer. Covers the 
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SOUND INVESTMENT/ 


These times have proved that life insurance 
involves not only an invaluable protection 
feature, but also one of the safest invest- 
ment features available anywhere. 


Try this investment appeal on your pros- 
pects, They are in the mood to listen. 


Provident ‘Mutual 


Life Insurance Company of Philadelphia 
Founded 1865 
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AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 


Insurance in Force $542,054,101.00 
Assets $47,681,787.50 
Surplus $7,278,118.59 


ORDINARY—INDUSTRIAL 


2 
We Have Openings for Live Men in 


California Kansas Minnesota South Carolina Virginia 
Colorade Kentucky Missouri Tennessee West Virginia 
Georgia Michigan North Carolina Texas Washington 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Special Low Premium Plans 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 
GALVESTON, TEXAS 











eneral needs of this kind of protection, 
2. The National Underwriter. 
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Preferred Policies at 
Preferred Rates for 
Preferred Risks 


have been featured by this 
company since its organ- 
ization in 1907. 


Agency openings are 
available in Illinois, In- 
diana, Michigan and 
Missouri. 


BANKERS MUTUAL 
LIFE COMPANY 


FREEPORT, ILLINOIS 


Over $1,800,000.00 paid Insurance in force 
in claims since organization over $34,000,000.00 














General agencies 
await YOU 


Are YOU ready to 
enlarge your world? 


,We have excellent General Splendid contracts — strong 


: : support—Council Bluffs, Iowa; 
agency openings in Nebraska, Davenport, Iowa; Rochester, 


Minnesota and Iowa. Minn.; Lincoln, Nebraska 
WRITE US BEFORE MAKING A CHANGE 


CEDAR RAPIDS LIFE INSURANCE COMPANY 


CEDAR RAPIDS, IOWA 


Col. C. B. Robbins, Jay G. Sigmunfl, Vice-President and C. B. Svoboda, 
President Agency Director < Searetary 


























TAR TOMA IALDIDI AMI LAL Ki i ielitae 


Company fort Wayne, Indiana 
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NEWS ABOUT 


i 


LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and “‘Little Gem,”” Published Annually in May and March respectively, 


PRICE, $5.00 and $2.00 respectively. 
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Disability Program Is Revised 


Home of New York Limits Income to 
$5 Per Month Per $1,000—Double 
Indemnity Changes 


NEW YORK, Sept. 15.—The Home 
Life of New York has revised its dis- 
ability and double indemnity clauses and 
rates, effective today. Hereafter the 
monthly income benefit will be limited 
to $5 per month per $1,000 instead of 
$10, with coverage to age 55 instead of 
60. The minimum issued will be $25 
per month income, and the maximum 
which the company will issue on one life 
will be $125. 

The waiver clause will continue to 
give coverage to age 60, except where 
the waiver is issued in conjunction with 
monthly income, in which case the limit 
will be 55. The rates for waiver of pre- 
mium have been increased and the limit, 
which will be issued with the provision 
will be $75,000. 

Wording of the double indemnity con- 
tract has been expanded to clarify to 
both policyholders and courts the exact 
coverage intended by the company. 
Coverage under this contract also ceases 
at age 60. 

The company reports that disability 
has been tending to disappear as a com- 
petitive factor and that there has been 
a notable decrease in the demand for 
the benefit. Less than 4 percent of the 
company’s business being issued now 
carries the income benefit. 

The Home Life’s action leaves the 
Guardian Life of New York and the 
Massachusetts Mutual as the only ones 
writing the $10 per $1,000 benefit. The 
latter company limits the monthly in- 
come it will issue to $125. 


Penn Mutual Life 


The Penn Mutual Life will shortly 
announce a new family income policy 
with some interesting new features. 


Illinois Bankers 


At very little increase in rate the new 
Illinois Bankers juvenile policies pro- 
vide for full benefit at age 5 with a 
death benefit of $200 per year of at- 
tained age prior to that time. Juvenile 
policies are issued on four plans. The 





basic policy is ordinary life and by adg. 
tion of a savings rider, three other ce 
tracts are provided. Beside these 
a savings deposit may be made 
any juvenile policy to provide a 
fied sum in cash in addition to the 
values at any desired age. If $35 
added to the annual premium for o 
dinary life it will accumulate to $1,% 
in 20 years in addition to the pol 
cash value. This savings fund is pay 
able in addition to other benefits 
death or may be withdrawn at 
time. Accumulations are guaranteed a 
3% percent but will also receive exces 
interest dividends. Beneficiary nsur- 
ance provides for waiver of both the 
life and savings premiums at death 
disability of the parent. Extra prenj- 
ums for this benefit depend upon age 
of child and parent and the plan of 
surance. 
Premiums Per $1,000 (Without Bene. 
ficiary Insurance) 
20-Year 20-Year 
Ord. Savings Sves. En- End.at 
Policy dowment Age? 
$19.28 3 
19 
19. 


~I-3-9D obo 
Doo O09 00 


National Guardian 


The National Guardian Life has added 
a four-year term policy issued at age 
20 to 60, inclusive. It is convertibl 
within three years, and up to age i 
without medical reexamination The 
minimum policy issued under this form 
is $2,500. It will pay an annual divi- 
dend, averaging according to the pres- 
ent scale at age 30, $1.54 per $1,000 


Aetna Life 


The Aetna Life has announced that on 
Oct. 1 it will discontinue issuance of its 
one-year term contract renewable to 
age 65. It will continue to issue the 
following term policies: one-year tern 
renewable for nine years; five-year con- 
vertible term; and seven-year term re- 
newable and convertible. No applica- 
tions for one-year term renewable to 
age 65 if the examinations are made on 
or after Oct. 1. 








MANAGERS’ ASSOCIATION NEWS 





Elbert Storer Honor Guest 


“Ad” Man Is Chief Speaker Before 
San Francisco General Agents 
and Managers 


Emerson Foote, research director of 
the Leon Livingston advertising agency, 
addressed the San Francisco General 
Agents & Managers Association Sept. 
14 on the value of consistent national 
advertising. 

Elbert Storer, past president of the 
National Association of Life Under- 
writers, looking greatly improved in 
health, was the guest of honor, making 
a short address in appreciation of the 
“perfect layout and preparations” for 
the recent convention. Mr. and Mrs. 
Storer have been vacationing in Cali- 
fornia since the convention and plan to 
spend further time on the coast. 


Baron Addresses Club 
The Life Managers Club of Los An- 


geles resumed its regular semi-monthly 
luncheon meetings Sept. 12, with Presi- 





dent J. P. Harker presiding. The guest 
speaker was Baron F. von Reichenberg, 
formerly director of several steamship 
companies, and member of the North 
Atlantic shipping conference. His sub- 
ject was “What is the reason for the 
upward movement of the last few 
weeks?” 


Harriss Nebraska President 


R. C. Harriss, general agent at Omaha 
for the Bankers Life of Nebraska, has 
been elected president of the General 
Agents & Managers Association of Ne 
braska, which now has a membership 0! 
45. A. B. Olson, now manager ol 
agencies for the Bankers Life of Ne 
braska, was instrumental in organizing 
the association and was its first prest 
dent. 


Detroit Managers Meet 


The first fall meeting of the Asso 
ciated Life General Agents & Managers 
of Detroit, of which M. L. Woodward, 
Northwestern Mutual, is president wa 
held Sept. 13. 
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To Celebrate Sixtieth Year 


Cincinnati Life Underwriters Was Or- 
ganized in 1872—Huebner to Be 
Feature Speaker 


The Cincinnati Life Underwriters As- 
sociation will celebrate its 60th anniver- 
sary next Saturday noon. Prominent 
insurance men and citizens have been 
invited from all sections. The local as- 
sociation started in 1872 at the time the 
National Life Underwriters Association 
was established. The speaker will be Dr. 
Ss. S. Huebner of the University of 
Pennsylvania. B. H. Wulfkoetter, presi- 
dent of the Cincinnati Life Underwriters 
Association, is arranging for the event 
and is being assisted by a battery of 
former presidents as follows: W. A. R. 
Bruehl, Dr. John W. Kirgan, C. J. 
Stern, A. F. Sommer, John L. Shuff, S. 
P. Ellis, E. R. Ferguson, Harry W. 
Hutchins Jr., J. S. Drewry, Emmet C. 
Peebles, C. Vivian Anderson, H. L. 
Shepard, Ralph Holterhoff, Max Salzer, 
Farl R. Sykes, Frank E. Crawford, Guy 
D. Randolph and Ray F. Hodges. 

These presidents date back to 1910, 
when the local association was reorgan- 
ized after having been inactive for sev- 
eral years. 

* + * 

Detroit.—John G. Wood, 
sales education of the National Cash 
Register Company, addressed the De- 
troit association at its first fall meet- 
ing, outlining the best sales methods 
that may be adopted by life underwrit- 
ers to increase their production. He 
was introduced by President T. F. 


director of 





0’ Keefe, general agent Connecticut 
General. 

. | @ 
San Francisco.—The fall semester of 


the C. L. U. school conducted by the 
University of California under the aus- 
pices of the San Francisco association 
started Sept. 12 under the supervision 
of Walter Lennox, vice-chairman of the 
educational committee. Classes are to 
be held each Monday evening until Dec. 
1%, with commercial and insurance law 
as the subject. The winter and spring 
semester will commence Jan. 9 and run 
through to and including March 6, with 


life insurance salesmanship and funda- 
mentals as the subjects. 
x *x * 


Milwaukee—A. E. N. Gray, assistant 
secretary of the Prudential, addressed 
the Milwaukee association Sept. 15. Plans 
were announced for the C. L. U. course 
to be given this season at Marquette 
University under auspices of the asso- 
ciation. F. C. Hughes is chairman of the 
committee arranging for the course and 
handling advance reservations. 

Birmingham, Ala.—The C. L. U. degree 
should mean to life insurance men what 
Ph, D. means to the educator, said Dr. 
David McCahan, secretary and assistant 


dean American College of Life Under- 
writers to the Birmingham association 
last week. The degree, he said, is the 


answer to the demand for better quali- 
fied men in the insurance field. 

; * ok 
Cleyeland.—A powerful list of speakers 
has been secured for the fall sales con- 
gress being sponsored by the Cleveland 
association Sept. 24. It will include the 
following: 

Clay Hamlin, general agent Mutual 
Benefit at Buffalo; M. A. Linton, presi- 
dent Provident Mutual; Dr. J. A. Steven- 
—. vice-president Penn Mutual; Dr. C. 
NV. Petty, pastor First Baptist Church 
of Pittsburgh and F. L. Klingbeil, gen- 
eral agent Prudential at Detroit. Mr. 
Cenetell prior to his transfer from 
_ eland to Detroit, was president of 

leveland association. 
. ¢ = 
q,itncoin, Neb.—Plans were laid at the 
ptember meeting of the Lincoln asso- 
se big Be intense drive for new 
dela rom with special reductions for 
P, yp for the remainder of the year. 
aul Ohlheiser of the Pacific Mutual 
“= dete his impressions of the San 
—, convention. Several members 
laches = that a former banker was so- 

“iting business for an actuarial 
Comet, telling policyholders in various 

iPanies that the life companies are 


asso- 





and offering for a 
commission to secure reduced ratings 
from the actuarial association. The 
matter will be called to the attention of 
the insurance department. The presi- 
dent was instructed to secure affidavits 
from persons who stated that an official 
of the state department, whom they had 
asked for information as to dividends on 
policies they held, had been told that 
non-participating policies were the only 
kind to buy, as dividends were “bunk.” 
x * ok 
Nebraska.—The executive 


charging too much 


committee 


of the Nebraska association is to 
hold a meeting within the next ten 


days to arrange for the annual meeting, 
and also to outline a program of legis- 


lative action. Sentiment is strong 
among association members that legis- 
lation should be enacted that will make 


more difficult the formation of life com- 
panies under Nebraska charters. It is 
felt that present laws constitute an in- 
vitation to promoters to enter the field. 
ok K < 
Peoria, Wl.—The Peoria association 
held its first meeting of the fall season 
Tuesday. A. E. N. Gray, assistant sec- 
retary of the Prudential, spoke on “The 
Lesson They Left Out.” 





The Madison associa- 


Madison, Wis, 
tion is making plans for the program 
for this year. A dinner meeting has 
been announced for Oct. 7. A report 


by William Winterole, manager Bank- 
ers Life, delegate to the national con- 
vention, will be a feature of the meet- 
ing. 

x * * 

Birmingham, Ala.—The 
association has agreed to make a cash 
contribution to the Alabama Federation 
of Women’s Clubs to provide prizes for 
members who write the best papers on 
the value of life insurance to the home. 
Mrs. Katherine Ewing of the Protective 
Life, a woman's club worker, presented 
the matter to the association. 

At the next meeting the association 
will hear an address by Judge E. H. 
Hawkins on the Alabama laws relating 
to the distribution of real and personal 
property. 


Birmingham 





Baltimore.—New officers of the Balti- 


more association elected this week 
at the annual meeting are: PrP. HH. 
Lowrey, president, succeeding E. L. An- 
derson; R. L. Law, vice-president, and 


G. Sz. Robertson, secretary-treasurer. 
New directors are Mr. Anderson, Clayton 
Demarest, Jr., H. J. Kubs, B. C. Thur- 
man, F. L. Wells and W. V. Woody. 

This was the first of the monthly fall 
meetings, which are held on the second 
Thursday of each month. 

ok cK ak 

St. Louis.—Dr. S. S. Huebner, dean of 
the American College of Life Under- 
writers, spoke on “Business Reverse 
Life Insurance” at a joint meeting of 
the St. Louis association and the mem- 
bers’ assembly of the St. Louis chamber 
of commerce at Hotel Jefferson. A meet- 
ing was held Thursday for general 
agents and agents interested in the C. 
L. U. movement. 


* * * 

Kansas City, Mo.—Michael Kley, asso- 
ciated with the welfare division of the 
Metropolitan, will speak to a joint meet- 
ing of the Kansas City association and 
the chamber of commerce Sept. 28 on 
“The People and the Community; What 
the Federal Census Figures Tell Us 
About Kansas City.” 

ee & 

Oklahoma.—At the opening meeting 
of the season for the Oklahoma associ- 
ation in Oklahoma City, Dr. 8S. S. Hueb- 
ner of the University of Pennsylvania 
was the speaker and conferred the C. 
L. U. degree on eight members of the 
Oklahoma association. 

An informal breakfast was given by 
the General Agents & Managers Club in 
honor of Dr. Huebner. 


Provident Mutual’s New Paper 


The “Provident Policy Owner” comes 
out, being the first edition of a new 
house organ for policyholders of the 
Provident Mutual Life. In addition to 
the magazine itself there is an envelope 
addressed to the company’s agents offer- 
ing some sales ideas to be used in con- 
nection -with the distribution of the 
house organ. It is edited by C. S. Davis 
of the agency department. 





This Is the 


ost Unusual 


ales Opportunity 
In the Field ‘Today 


Serutinize the position of the United Mutual Life Insurance Company, 
study its remarkable financial strength and weigh its remarkable progress. 
Do this, and you will agree that United Mutual presents a sales opportunity 


that is second to none. 


It is true that you must be a high-class man to qualify as a General Agent 
or Field Man for United Mutual. But if you do have the required qualities 
—if you are a producer with a real record—you can make a United Mutual 
connection that will carry you far. 


We invite correspondence with good insurance men. Your inquiry will be 
held in strictest confidence and personal interviews will be arranged for 
qualified men. Be sure to give complete information about yourslf and 


your record, in your first letter. 


United Mutual 


Life Insurance Company 
Harry Wade, President 


941 North Meridian St. Indianapolis, Indiana 





SAFE -GUARDED 








Chartered Under Special Act of the 
United States Congress 

















FULL LEVEL PREMIUM 
COMPANY 


Has four General Agency openings, one in each of the 
following states: 


MINNESOTA 
IOWA 
MICHIGAN 
ILLINOIS 


A purely mutuel, full level premium 3!/,°%/, low net cost 
Company, highest rating; and with a record of unin- 
terrupted growth and progress. 

Men who believe they have General Agency qualifica- 
tions may obtain full particulars by addressing the 
Agency Department. 
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Mutual Trust 


LIFE INSURANCE COMPANY 
Edwin A Olson, President 


CHICAGO 7 ILLINOIS 
TAs Faithful as OLD FAITHFUL” 
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ACTUARIES 














Barrett N. Coates Cari BE. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 








DONALD F. CAMPBELL | 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7290 
CHICAGO, ILL. 











L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 
Life Insurance Accountants 
Seatisticians 








=I 
J. Charles Seitz, F. A. I. A. 
CONSULTING ACTUARY 


Author “A Gystom and Acsountiog fer @ Lie 


Prose Frestiie 658 Obtenge 


INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, Presideat 
Indianapolis, Omaha, Kansas City 











HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 








800 Security Building, Kansas City 








MILES M. DAWSON & SON 


CONSULTING ACTUARIES 
500 Fifth Avenue New York City 








is kept before 

your prospects 
days a 

at a cost of le a 











Best in Vigorous 
Company Critique 


(CONTINUED FROM PAGE 1) 


are questionable items placed there by 
the present owners,” he said, “the best 
results will be obtained by assuming 
that these assets are worth the figures 
at which they are carried and determin- 
ing the value of the stock upon that 
basis, and then insisting that doubtful 
assets be accepted at their face in part 
payment for the stock to be acquired 
by the new interests coming into the 
picture, who will replace them with 
other securities of a nature better suited 
to the operations of a life insurance 
company.” 


Northwestern Mutual Life 
Making Important Changes 


(CONTINUED FROM PAGE 2) 
Twenty Year Endowment 
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Special Retirement Endowment at 60 
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Year $ 3 3 

Prem.34.87 98.32 154.72 
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Ecker Comments 
On Utility Bonds 


(CONTINUED FROM PAGE 1) 


latory control in principle gives added 
protection for public utility securities, 
but unfortunately there is no uniformity 
in the power or scope of activities of 
the various state regulatory commis- 
sions. 

“The fiduciary investor wants assur- 
ance that the management of the power 
company in which an investment is 





and that the relations with the public 
served have been and continue to be of 
a friendly nature. Many public utility 
indentures permit the issuance of bonds 
to 75 percent and 80 percent of the cost 
oi property. While such provisions are 
acceptable as being of great assistance 
in time of stress, still some companies 
continue to finance all expansion at such 
ratios, and it must be said that com- 
panies so mortgaged are borrowing ex- 
cessively. 

“While public utility securities are 
considered among the safest invest- 
ments today, the long future is always 
uncertain and it seems that the utility 
managers should endeavor to profit 
from the present plight of the railroads 
and take measures while their credit is 
high to bring about a lower ratio of 
borrowed capital to total investments, 
to the end that they may not become 
financially embarrassed under any cir- 
cumstances in the future.” 

The experience of life companies in 
the last 25 years, including the greatest 
war in history and recurring business 
recessions, has shown, Mr. Ecker said, 
that with “wide diversification, con- 
servative appraisement of values, careful 
observation of individual investments, 
and constant attention to economic 
trends, it has been possible to maintain 
a steady investment income not unduly 
arrested by recurring deflections of the 
economic curve.” 


Reece Enjoined 
By Court Order 


(CONTINUED FROM PAGE 3) 


commissioner, the attorney advised the 
commissioner that he had no authority 
to force Mr. Richardson to keep his per- 
sonal notes renewed. An offer to ex- 
plain matters by Mr. Richardson and his 
attorney was shut off by the commis- 
sioner with the statement that the notes 
which were neither denied nor disputed 
were sufficient evidence of debt and that 
no detail was necessary. A few days 
after this, Mr. Richardson received an- 
other letter from the commissioner stat- 
ing that in spite of the advice of his 
attorney, he must put the matter in 
controversy in proper shape within ten 
days, or his license would be cancelled. 
The injunction suit against Commis- 
sioner Reece was filed by Mr. Richard- 
son before the expiration of the 10 day 
ultimatum. 

The manager for the Pilot Life also 
wrote Mr. Reece objecting to the can- 
cellation of the license. The commis- 
sioner in turn answered: “This depart- 
ment has a ruling that any agent who 
repudiates his obligations in a former 
connection, especially where advances 
have been made to him with which to 
pay nets, or to make a living while es- 
tablishing his business, will have his li- 
cense revoked so that he cannot like- 
wise impose upon another connection.” 


Maine Winner Insurance Man 


E. C. Moran, Jr., Democrat who won 
one of the congressional seats in the 
Significant Maine election, is an insur- 
ance agent in Rockland, Me. He repre- 
sents the Columbian National Life and 
Sentinel Life as well as a number of 
property insurance companies. 





A middlewest Com- 
pany with Best’s “A” 
rating -has an attrac- 
tive opening for a 
young man of experi- 
ence as Agency Secre- 
tary. Confidential cor- 
respondence invited. 
Address W-77, The 
National Underwriter, 
Chicago. 





made is conservative as well as able 

















- .. is maintained by Hotel Fort 
Shelby for the security, comfort 
and safety of its guests. Compe- 
tent House Physicians and a House 
Dentist are promptly availabie at 
all hours. 

When you visit Detroit next time 
drive direct to Hotel Fort Shelby. 
Alert attendants, at either entrance, 
will relieve you of your car and re- 
turn it at your command; it's part of 
Fort Shelby courtesy . . . and without 
charge. Nominal garage tariffs. 
You'll be pleased by the complete- 
ness of this truly modern hostelry. 
The attractive yet restful lobby 
opens into many shops...such asthe 
Barber Shop, Beauty Parlor, Swed- 
ish Baths, Cigar Store and Haber- 
dashery, Drug Store, Western Union 
Office and Flower Shoppe. 

And you'll be delighted with 
Fort Shelby cuisine, service and 
tariffs in any of its three restau- 
rants. Breakfasts begin at 25c; 
luncheons as low as 35c. Dinners 
90c and upwards. Each of its 
900 rooms is equipped with servi- 
dor, circulating ice water and 
private bath. Radio 
for every room. 

Music and dancing 
every evening in 
the Main Dining 
Room...no couvert 
charge. Rates as low 
as $2.50 per day. 


HOTEL rorl 


S elby 


E. J. BRADWELL, 
Managing Director 


DETROIT 
“AGLOW WITH FRIENDLINESS” 
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Some Essential Elements in Life 
Insurance Salesmanship Brought 
Out in Recent C.L.U. Examination 


Herewith is presented a continuation 
of the selected answers to the C. L. U. 
examination held this year. The re- 
mainder of Part II immediately fol- 
lows, the general subject of this section 
being life insurance salesmanship. 


Question 5. Current estimates indi- 
cate that but a small percentage of the 
life insurance now in force is payable 
in installments or under trust agree- 
ments. Set forth fully the approach 
which you would use in recommending 
the placing of life insurance proceeds in 
trust. Use such facts of your own as 
you regard necessary for presentation. 

Answer. Mr. X, I would like to dis- 
cuss with you the insurance of your 
present life insurance program. You 
have a fine “line of insurance” which 
apparently takes care of all your needs. 
Yet, did you ever think about what 
would happen if you passed out of the 
picture? First of all, representatives of 
six life insurance companies would call 
en your widow. After getting the 
necessary proofs they would ask her a 
number of questions—would she want 
the proceeds paid in cash, would she 
want an income and if so what form 
would it take. If she took the proceeds 
in cash she would have the worry and 
cares of management and if she selected 
an income from the life insurance com- 
panies she would have to deal with six 
companies under plans which would not 
have any flexibility. 

This is a large order for a woman, 
particularly if she is not experienced in 
business matters. History shows that 
many men like yourself have been too 
busy creating their insurance estates to 
give much thought to their proper con- 
servation and distribution after death. 
Most estates left in a single sum have 
vanished or else been greatly depre- 
ciated by the end of seven or eight 
years, as shown by various surveys. 
This is due in part to administrative 
expense, court costs and fees, debts, 
taxation, ete., but mostly because of 
bad investments made by beneficiaries. 

You could make it possible for your 





widow to see only one person in order 
to make her decisions; and these would 
be of such a character and so few in 
number that she would be relieved of 
all worry and would be practically as- 
sured of the income which she would 
need for living expenses. I am refer- 
ring to a trust agreement. You prob- 
ably have a high opinion of the trust 
companies here. Specifically, if you 
place your insurance in trust you will 
accomplish several things for your wife 
and children: 

1. The funds will be safe because of 
the expert management afforded by a 
company which specializes in such mat- 
ters and is regulated by the state. 
Through the principle of diversification 
much risk is eliminated. 

2. There will be a saving in admin- 
istration costs and in the depreciation 
of the estate at the time of your deatn. 

3. Your wife will be relieved entirely 
of the worries of management both in 
the settlement of your affairs following 
yor death and for all time thereafter. 

n this connection it is worth noting 
that the trust company will manage the 
entire estate and not just the life in- 
surance proceeds. The trustee will col- 
lect all insurance proceeds, will pay all 
bills and outstanding obligations such 
as taxes, court costs, etc., and will in- 
vest the balance and pay your wife a 
monthly income. 

4. This income can be varied accord- 
ing to the discretion of the trustee. If 
one of the children should have a seri- 
ous accident or illness or if some other 
unforeseen emergency should arise, the 
trustee would provide the necessary 
cash to meet that emergency, even if it 
should be necessary to use part of the 
principal. 

5. If your wife should pass away 
during the minority of your children 
the trustee could continue to pay the 
income to the children through their 
guardian. 

The advantages of such a plan as out- 
lined above can be gone into in more 
detail if you will meet me at the Blank 
Trust Company tomorrow morning. 





Question 6. (a) Objections by the 
prospect during the interview help to 
develop a salesman as well as aid in the 
particular interview in which they arise. 
Discuss briefly five advantages or bene- 
fits which the salesman may derive from 
an intelligent use of the prospect’s ob- 
jections. 

(b) You are confronted with the fol- 
lowing specific objections. Set forth 
your suggested replies, using your own 
facts if necessary: (1) Life insurance as 
an institution must face the readjust- 
ment problem as banks, financial con- 
cerns and industries have faced it. I 
shall await developments. (2) I have 
suffered a reduction in salary. (3) I 
must remain in a liquid position. (4) My 
own business requires all the funds I 
can raise. (5) Submit it in writing and 
I shall be glad to go over it. 

** * 


Answer. (a) Five advantages or ben- 
efits which the salesman may derive 
from an intelligent use of the prospect's 
objections are: 

1. If the objections are real the 
salesman knows that the prospect is in- 
terested. He is interested or he w 
not take the time to offer any resistance. 
The salesman knows the proposition has 
created some thought in the prospect's 
mind or he would not be able to think 
of any objections. 

2. The objections offered reveal to 
the salesman what train of thought the 
prospect is pursuing and this permits 
him to plan his interview accordingly. 
He can judge what points to emphasize 
and what points he should not stress. 

3. The salesman learns through ex- 
perience what objections the normal 
person usually offers and this helps him 
in his future interviews with prospects. 
They keep the salesman alert and stim- 
ulate him mentally. 

4. Objections often save the sales- 
man time and energy. By answering the 
objections satisfactorily obstacles are re- 
moved and the sale may proceed 
smoothly. Objections such as “cannot 
pass examination,” etc., frequently show 
that the person being interviewed is not 
a prospect, i. e., he cannot pass a med- 
ical examination, cannot pay for the in- 
surance or does not need it. 

5. By successfully answering objec- 
tions, the salesman gradually builds up 
the confidence of the prospect in the 
salesman and at the same time he in- 





creases confidence in himself. This aids 
in the sale of the insurance. 

(b) 1. “The life insurance business is 
of such a nature that it is always pre- 
pared for periods of stress and strain. 
Life insurance companies should not be 
placed in the same class with other busi- 
ness concerns which have been so se- 
verely affected by the present period of 
readjustment. They operate upon a 
more scientific basis. Life insurance 
companies invest in long time loans with 
low rates of interest. The application of 
the principle of diversification in these 
investments and the fact that the com- 
panies can hold these securities until 
maturity give them a high degree of 
safety. Liquidation of investments is 
not necessary because the periodical in- 
come of the companies is sufficient to 
meet all claims, loans, and other moneys 
which must be paid out. The income 
received by the companies comes largely 
from premium payments and interest on 
investments. The operation of the law 
of averages in several respects is an- 
other reason why the companies have 
a much better record than other finan- 
cial institutions such as banks, trust 
companies and building and loan asso- 
ciations. The nature of the obligations 
assumed by life insurance companies is 
not comparable to banking institutions. 
They do not require a high degree of 
liquidity, nor are the institutions sub- 
ject to ‘runs,’ or pressure for prompt 
liquidation. Claims are estimated be- 
forehand through scientific calculation 
of the risk involved and these are pro- 
vided for by adequate charges or pre- 
miums out of which reserves are main- 
tained to meet the claims when they 
ultimately come due. It is the fact that 
claims usually do not mature until years 
in the future that permits the companies 
to keep their funds properly invested in 
Jong term securities rather than main- 
taining them in liquid form.” 


Salary Reduced but 

Living Expenses Down 

(2) “True you have had your salary 
reduced but your living expenses have 
also been reduced appreciably. In addi- 
tion if you admit you are having a 
harder time now to make both ends 
meet how can you expect your wife to 
get along if there is a hundred percent 
salary cut through your death? Wh 
not capitalize yourself for the full 
amount of your life value and in case 





Foresight-- 











the father but binds the family. 


The primary function of life insurance is te compensate a beneficiary for financial loss sustained at the death of the 
insured. This should be the foundation upon which every new sale rests, and, equally important In the midst of 
today’s hysteria, it should be the argument used to discourage the mortgaging of protection already established, 


An insured’s FIRST OBLIGATION is to those who are dependent upon him, for it is undeniably true that death releases 
Underwriters who formed the short-sighted habit of selling cash walwes as a line 
of least resistance in getting business are today finding their tactics a boomerang in the shape of vanishing renewal 
income. This is the outcome of policy loans and the lapses which they inevitably engender. 


When life insurance is again restored to its rightful place in the mind of the salesman, he will picture and sell it as 
protection against the ravages of life’s SUPREME EMERGENCIES—OLD AGE AND PREMATURE DEATH—rather 
than as a mere instrument to satisfy the demands of temporary embarrassment. 
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you pass on your family will receive 
your estate worth 100 percent and not 
50 percent or less, which will be the 
case if you do not take out insurance.” 

(3) “Nothing would enable you to re- 
main in a more liquid position than life 
insurance. It will bolster your credit, 
increase your assets and at the same 
time protect your dependents against 
the uncertainties to your estate which 
death would bring.” 

(4) “Your own business must <er- 
tainly be carried on but did it ever oc- 
cur to you that if you put all your 
money back: in your business you are 
literally putting all your eggs in one 
basket? Don’t you think it would be 
wise to diversify to a certain extent? 
Why not have a safety fund outside of 
your business which will not be affected 
by adverse developments within your 
business?” 

(5) “If I submit it in writing will you 
permit me to go over it with you? I 
shall be glad to place my services at 
your disposal in order to draw up an 
adequate program to fill your needs.” 


Advan of Brief 
or Writteri Presentation 


Question 7. (a) What is your under- 
standing of a “brief” or “written pres- 
entation” in a life insurance sales pro- 
posal? (b) What are the advantages to 
the salesman in the proper use of the 
“brief” or such “written presentation”? 
(c) What specific information should be 
set forth in the “brief” or “written 
presentation”? 

Answer. (a) A “brief” or written 


presentation might be defined as a 
prospectus setting forth the important 





features of a proposed contract in such 
a manner as to arouse an interest and 
help create a desire in the mind of the 
prospect. 

(b) A brief allows an added sense 
(sight) to be used, thus impressing the 
prospect to a greater degree. It permits 
a visual presentation of the proposition. 

(2) It gives the prospect something 
on which to center his attention during 
the interview. All points of the program 
are before the prospect and they can be 
treated in an orderly manner, It also 
prevents a failure of the agent to men- 


tion =e points. 
(3) It tends to put the salesman at 


ease, provides an opportunity for fur- 

ther interviews, and inspires confidence. 

(4) In some cases it pleases the 

prospect because it appeals to his vanity 

and gives him a feeling of importance. 
* 


(c) In the brief should be included: 
The name and age of the prospect, the 
name of the agent’s company, the needs 
of the prospect, the types and amounts 
of insurance which will fill these needs 
and an explanation of how the insurance 
will be of value to the prospect. Re- 
garding this last point, judgment should 
be used in the preparation of the brief 
in order to adapt it to the particular 
prospect in question. Some of the 
things which might be included for this 
purpose are the administration of the 
proceeds and the dividend schedules for 
the current year. The cost should not 
be stressed. 

Question 8. (a) What methods would 
you use to arouse the attention and 
obtain the interest of a prospect in a 
life insurance interview? Present fully. 
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(b) “Price” and “delay” are signals in 
closing. Discuss fully. What is the im- 
portance in the close of the so-called 
“psychological moment”? ; 

Answer. (a) A prospect’s attention 
and interest may be obtained in a num- 
ber of ways: , 

1. By asking a question which 
arouses his curiosity. For example you 
may say: “Mr. Jones, do you know what 
would happen to your insurance if you 
and Mrs. Jones were killed in a com- 
mon accident?” Any statement of this 
kind, whether connected or not with in- 
surance, which arouses his interest is 
good. He instinctively is curious and 
wants to know what you mean. 

2. A logical or rational appeal to 
something which interests him. For ex- 
ample, “The new income tax law will 
certainly hit the incomes of men in your 
position,” or, “Many men have a rating 
in Dun’s and Bradstreet’s which is too 
low.” The instinctive answer is “What 
do you mean?” and this leads to an 
interview. 

3. Through the use of objects. A 
chart showing depletion of estates by 
taxes, etc.; a check for $100 with the 
question, “How would you like one of 
these each month after you are 60?” etc., 
may be used. The manipulative instinct 
of the prospect is aroused and because 
he likes to handle objects he becomes 
interested. 

4. Attention and interest may be 
aroused through action. Some act of 
the salesman such as walking across the 
room, holding up a picture or graph, or 
drawing a , en tied will instinctively 
arouse the attention and interest of the 
prospect. A movement of this sort must 
be followed by efforts to maintain in- 
terest or the effect will be lost. 


“Price” Is Signal for 

Completion of Sale 

(b) “Price” in the close indicates in- 
terest on the part of the prospect and 
is a signal to the underwriter that he 
should attempt to complete the sale. If 
the interview has been controlled prop- 
erly and the prospect has been shown 
that he needs the insurance, any ques- 
tion on his part regarding the cost indi- 
cates he has the desire to purchase if 
the price is satisfactory. 

“Delay” on the part of the prospect 
usually means that he is sold. He has 
the desire, but his instinctive trait of 
procrastination is making him defer his 
decision. This is human and is to be 
expected. The underwriter should un- 
derstand that all persons hesitate to 
make a decision no matter how impor- 
tant or unimportant the result may be. 

The “psychological moment” does not 
necessarily occur but once during an 
interview, but may occur a number of 
times. It is the time when the prospect 
is ready to conclude the sale. A keen 
and alert salesman will sense it the first 
or second time it appears and close, 
thus saving himself time and also avoid- 
ing the all too frequent occurrence of 
talking too much. 


Depression Developments 

in Life Insurance Field 

Question 9. Enumerate and discuss 
briefly five developments in the institu- 
tion of life insurance during the period 
of the current depression which can be 
used in sales presentation and set forth 
fully the specific sales value of each. 

Answer. Five developments in the in- 
stitution of life insurance during the 
period of the current depression and 
their sales values are as follows: 

1. The prompt payment of death 
and disability claims. No large life in- 
surance company has failed to meet its 
claims, while there have been many such 
failures in all other classes of financial 
institutions. The splendid record of the 
life insurance companies is due to the 
soundness of the principles underlying 
their operation. They have been able to 
earn the interest rate promised, they 
have been able to predict accurately the 
death rates, and their reserves and other 
assets are invested in high-grade long- 
term bonds and mortgages and they are 
under the strict supervision of the vari- 
ous state governments. The salesman 


may cite this record to great advan 

2. Prompt payment of cash and log 
values. Life insurance reserves hay 
been drawn upon in times of emergency, 
Many people have found in their ingy. 
ance their only liquid reserve, and » 
such have turned to it and received gi. 
rect and immediate aid. People 
much by experience and this should 
of great benefit in future selling. 4; 
soon as people are able they shou 
turn to life insurance for the safe inveg. 
ment of their money because it has 
demonstrated what it really can do, — 

3. The observation that mutual [i 
insurance companies are paying dij. 
dends out of current earnings, and ng 
out of accumulations as in the past. Ip 
some cases these dividends have bee, 
reduced, but this may be used in a sale; 
presentation to show the conservatiy 
and efficient basis upon which the com. 
panies operate. 

Stability of Life Insurance 

Investment Emphasized 

4. The stability of the life insurance 
investment. Values in life insurance do 
not depreciate but rather they appre. 
ciate because of the periodical addition; 
thereto in the form of premium pay- 
ments. Directly after the market crash 
in 1929, and ever since, this fact has 
been deeply impressed upon the minds 
of most people. It can be used to help 
the sale, because it furnishes the in- 
vestor with a safe investment that grad- 
ually increases in value in spite of busi- 
ness or financial conditions. It can be 
used to appeal to the desire for old age 
provision and for the protection of de- 
pendents after death. 

5. The offering of new policy con- 
tracts or the emphasizing of existing 
ones for the purpose of enabling the 
policyholder to adjust himself more 
quickly and efficiently to new condi- 
tions. The annuity contract is new with 
some companies, and so is the retire- 
ment income, family income and special 
term contracts for 1, 2, 3 and 5 years. 
Many people recently have used short 
term endowment contracts for invest- 
ment purposes. The agent can take ad- 
vantage of these contracts as their new- 
ness will of itself attract attention. He 
will perform a real service if he sees 
that his old policyholders as well as 
prospective policyholders are informed 
regarding these newer developments. 

6. More general developments dur- 
ing the depression which might be men- 
tioned here and which could be used 
as sales arguments: by the agent are: 
the continued investment of funds by 
life insurance companies; the economic 
and social use of loans; and the ability 
of the companies to maintain necessary 
liquidity without deviating greatly from 
their regular principles of investment. 


(Further answers to C. L. U. questions 
will be published next week.) 


The estate of Rufus W. Weeks, vice- 
resident and actuary of the New York 
ife for a number of years prior te his 
deat in 


retirement and subsequent 
$18,981 


April, 1930, was appraised at 
gross and $2,195 net. 





GENERAL AGENT 


Eastern Life — Health 
and Accident Company 
rated “Excellent” will 
appoint a General Agent 
in Cleveland and Colum- 
bus. A particularly at- 
tractive contract will be 
given to the man who 
can qualify—Write Box 
W-75, The National Un- 
derwriter, Chicago, for 
full particulars. 




















